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Ane you one of the million and a half 
men who have already crossed the bor- 
der between military and civilian life— 
or, if still in the service, do you want to 
know what you're entitled to when you 
hang up your uniform? 

We have a free 24-page booklet that 
was carefully prepared by our War Ser- 
vice Bureau just to help you. Called 
“Information for Demobilized Veterans,” 
it explains the rights and privileges that 
you oe earned by serving in the armed 
forces of your country. 

Besides the G.I. Bill of Rights and 
other information listed in the right- 
hand column, the booklet has some tips 
to guide you in getting yourself ak: 
lished, and a suggestion or two about a 
post-war career. 

‘ For more than roo years, we have 
been helping folks like you to attain 


financial security. Our advice to you 
and the thousands more who are now 
being honorably discharged each month 
is—hold on to your National Service 
Life Insurance. This booklet tells you 
what to do to keep that protection and 
how to make the most of it. 


Send for your copy of “Information 
for Demobilized Veterans” today. It is 
offered as our contribution to help you 
get your feet on the ground in what 
probably seems a very different world 
after military service. A penny postal 
will bring it to you free of charge, along 
with a handsome, rugged envelope to 
keep your discharge certificate and ser- 
vice papers fresh and clean. 


get this booklet 
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Prospect of Early 
Adion by Congress 
ls Clouded 


Commissioners Group and 


Stock Fire People Lobby 
for Separate Programs 


WASHINGTON — Newell Johnson 
of Minnesota, president, and C. F. J. 
Harrington, Massachusetts, chairman 
federal legislation committee of the In- 
surance Commissioners Association, sub- 
mitted the N.A.I.C. report and = draft 
bill last week to congressional leaders 
and left town after those documents 
had been inserted in the Congressional 
Record, voluntarily, by Senator Hatch, 
New Mexico, ranking judiciary com- 
mittee member in the city. 

It was reported but not confirmed 
Hatch had agreed to propose the com- 
missioners’ program as an amendment 
to or substitute for the Walter bill, if 
the latter is taken up by the Senate. 

Whether it will be taken up appears 
to be anybody’s guess at present. John- 
son and Harrington were hopeful after 
submitting their proposals to Senators 
Hatch, Bailey, and other leaders at both 
ends of the Capitol, including Chairman 
Sumners of the House judiciary com- 
mittee. The latter said he had seen the 
commissioners, but had not yet found 
time to read their proposals. Judge 
Sumners feels that the situation is up 
to the Senate; that he can do little or 
nothing now, the House having already 
passed the Walter bill to exclude insur- 
ance from the federal anti-trust laws. 

Efforts of the N.A.I.C. delegation to 
see Senator Barkley, Kentucky, major- 
ity leader, had been unsuccessful over a 
period of two or three days, he being 
reported sick. Barkley has pronounced 
against considering controversial legis- 
lation at this session of Congress. 

While Senator Bailey is for the in- 
surance bill, which he originally intro- 
duced, it is understood he is not very 
hopeful of passage at this session unless 
agreement is reached on a compromise. 

Efforts to induce judiciary committee 
Chairman McCarran to return to Wash- 
ington this week and get behind the bill 
are reported interfered with by his 
earlier commitment to hold hearings in 
the west on another matter at this time. 
His office does not expect him here 
before December. Congress hopes to quit 
Dec. 10. 

George Vargas, Reno, Nev., repre- 
senting the National Board, is here 
working with E. L. Williams, president 
Insurance Executives Association, in 
behalf of the Walter bill. 


Safeguarding States Rights 


“I think it can safely be said that 
these representatives of the states are 
more zealous in the desire to safeguard 
States’ rights than the insurance compa- 
Mes which have sponsored the pend- 
ing bill,” said Senator Hatch, in pre- 
senting to the Senate the draft bill 
recommended by the N.A.I.C., with ac- 
companying documents. 

The whole setup was printed in the 
Congressional Record, Nov. 16, at 
Hatch’s request at an estimated cost of 
$234. Senator Vandenberg, Michigan, 
indicated opposition to the request for 
Printing without an understanding that 
the estimate of cost would be filed as 
required by Senate rules. 

Hatch reminded the Senate that the 


Timetable of N. Y. Meeting Plans for Building 
of Commissioners Dec. 3-1 Associations Are 


The hour-by-hour program for the 
convention of the National Association 
of Insurance Commissioners at the 
Hote] Commodore, New York, Dec. 3-7 
has been announced. On Sunday after- 
noon, Dec. 3, there will be a meeting 
of the executive committee with Super- 
intendent Scheufler of Missouri, the 
chairman, presiding. 

The sessions of interest to life insur- 
ance people are listed herewith: 

Monday, Dee. 4 

9 a. m., zone chairmen, Parlor A. 

9:30 a. m., N.F.C. mortality table, R. G. 
Diepenbrock, Missouri, chairman, Par- 
lor B. 

11 a. m. Full session of the association, 
E. Ballroom. 

Meeting called to 
Minnesota, president. 

Vocal solo, Mrs. J. 
Arkansas. 

Roll call, Read of Oklahoma, secretary. 

Welcome to New York, Dineen of New 
York. 

Response, McCormack of 
vice-president 

Presidential remarks. 

Introduction of new commissioners. 

12:45 p. m., luncheon sponsored by and 
program furnished by industry. 

2 p. m. Federal legislation, Harring- 
ton, Massachusetts, chairman, E. Ball- 
reom. ° 


order by Johnson, 


Herbert Graves of 


Tennessee, 


insurance bill pending “throughout long 
months past,” has been subject of 
“much controversy.” The measure is 
“put forth by its sponsors,” he said, “as 
a bill to protect states rights.” Some 
members of the judiciary committee 
“have opposed it because we did not 
think it was a measure which in any 
way protected or safeguarded the rights 
of the states,” Hatch continued. 

He then stated the N.A.I.C. have 
been “studying this problem for many 
months,” and followed with his tribute 
to the state commissioners. The 
N.A.LC. “have agreed upon recommen- 
dations to the Congress as to measures 
which will fully and adequately protect 
the rights of the states,’ Hatch added. 

He then asked permission to have the 
draft bill and accompanying documents 
inserted in the Record, where they fill 
about five pages of fine print. 

During a recent outline of the legis- 
lative program to the Senate, Barkley 
mentioned two war powers acts, flood 
control and rivers and harbors, defi- 
ciency appropriations, a post-war road 
construction program, and constitutional 
amendment for equal rights to women. 
He did not mention insurance. 

Some in touch with the situation say 
that if the N.A.I.C. proposal is consid- 
ered by the Senate in connection with 
the Walter bill, so many new angles 
will be opened up that there may be a 
demand to refer the subject back to the 
judiciary committee. Such action would 
definitely kill the insurance legislative 
project for this Congress, it is believed. 


Hatch Defers to O’Mahoney 


Senator Hatch tells THe NATIONAL 
UNDERWRITER that he put the N.A.I.C. 
bill and committee reports and _ state- 
ment into the “Congressional Record” 
so that senators would have oppor- 
tunity to “study what the state commis- 
sioners contemplated.” 

Hatch pointed out that his colleague 
on the judiciary committee, Senator 
O'Mahoney, Wyoming, “has taken the 
lead in the fight against the Walter- 
Bailey bill”. He added that he would 
want O’Mahoney to make whatever 
move he deems necessary or desirable 
regarding a possible substitute for the 
Walter bill or compromise legislation. 

Hatch said he does not plan to sponsor 
a bill himself. 

The U. S. Chamber of Commerce says 
“the next two weeks will determine 
whether insurance legislation to protect 


2 p. wm. Examinations, Read of Okla- 
homa, chairman, Parlor A. 

4 p.m. Social security, Allyn of Con- 
necticut, chairman, Parlor C. 


Tuesday, Dec. 5 


9 a.m. Blanks, Walter A. Robinson, 
Ohio, chairman, Parlor A. 

9 a. m, Unauthorized insurance, Parker, 
Georgia, chairman, Parlor C. 

10:30 a. m. Taxation, Holmes, Mon- 
tana, chairman, Parlor B. 

2p.m. Accident and health, Garrison, 
California, chairman, Parlor A. 

2:25 fb Mm. Life, Lockhart, 
chairman, Parlor A. 

4:45 p.m. Executive session of the as- 
sociation, Parlor A. 


Texas, 


Wednesday, Dec. 6 


9 a. m. Valuation of securities, Dineen, 
New York, chairman, E. Ballroom. 

11 a. m. Group hospitalization, Good- 
paster, Kentucky, chairman, Parlor B. 

2p. m. Laws and legislation, Fraizer, 
Nebraska, chairman, Parlor A. 

3:30 p. m. Real estate, Viehmann, In- 
diana, chairman, Parlor B. 

3 p. m. Fraternal, Sullivan, Wash- 
ington, chairman, Parlor 


Thursday, Dec. 7 


9:30 a. m. Adjourned committee meet- 
ings, if any. ; 
10 a. m. Final general session of the 


association, W. Ballroom. 


Weigh Effect of 
Decisions on Pact 
on Agency Practices 


The agency practices committee of 
the Association of Life Agency Officers 
will meet at Hartford Dec. 15 to discuss 
the possibility that the agency practices 
agreement might be held to violate the 
federal anti-trust laws in the light of 
the Supreme Court decisions holding 
insurance to be commerce. The com- 
mittee has been acting as a study group 
for consideration of this question. Fol- 
lowing the resignation in July of Agency 
Vice-president R. E. Fuller of Equitable 
Life of Iowa, Vice-president C. O. 
Fischer of Massachusetts Mutual Life 
accepted the post for the period during 
which the committee is studying the 
question of the effect of the Supreme 
Court decisions on the agreement. 


Advice of Counsel 


It is understood Equitable of Iowa’s 
withdrawal from the agreement was due 
to advice of its counsel and that several 
other companies have been similarly ad- 
vised by their law departments. 

It is interesting in this connection 
that the fire companies are abolishing at 
this time regulations in the agency 
field under which organization compa- 
nies are barred from being represented 
by agents of non-association insurers— 
the so-called separation rule. 





states rights will be passed by this ses- 
sion of Congress. 

“Senator McCarran, chairman of the 
Senate judiciary committee, may be ex- 
pected to bring the Walter bill up as 
soon as possible. 

“There is considerable speculation on 
remarks that Congress may adjourn 
around the middle of December. Other 
important bills may be placed ahead of 
the insurance legislation. There is a 
distinct possibility that when amend- 
ments are offered to the Walter bill, 
an-attempt may be made to have the 
bill sent back to the committee for 
further study, thus postponing passage 
of remedial legislation for insurance 
until action is taken by the new 79th 
Congress.” 

Prompt action on the part of commis- 

(CONTINUED ON PAGE 10) 








Viewed af Peoria 


National Officers Hold 
Stimulation Session—Con- 
gress Attracts Nearly 500 


By CHARLES D. SPENCER 


PEORIA, ILL. 
the National 


The effectiveness of 
Life Un- 
derwriters’ official 
visitation and state 
conference program 
was demonstrated 
at the mid - year 
meeting of the IIli- 
nOis association 
here. Fresh from 
their travels 
through the state. 
Carlton W. Cox, 
Paterson, N. J., 
manager Metropol- 
itan Life, and Ern- 
est A. Crane, In- 
dianapolis general 
agent Northwest- 
ern Mutual Life, 
N.A.L.U. trustees were fully aware of 
the problems faced by Illinois locals and 
contributed much practical advice at 
the all-day session conducted by Wil- 
liam H. Andrews, manager Jefferson 
Standard Life, Greensboro, N. C., 
N.A.L.U., president, and Lynn S. Broad- 


Association of 


L. S. Broaddus 


dus, Chicago manager Guardian Life, 
state president. Philip B. Hobbs, 
Chicago manager Equitable Society, 


N.A.L.U. secretary, who has a first hand 
knowledge of [Illinois affairs, having 
served as state’ president, contributed 
ideas which he had gained in his re- 
cent association trip through Missouri, 
Iowa and Minnesota. 

Mr. Andrews announced that N.A.L.U. 
membership is now 34,408, a 1,013 gain 
since the Detroit convention. He pre- 
dicted 35,000 by Jan. 1 and 40,000 by 
July 1. In membership work empha- 
sis is being placed on paying dues in 
December so that the balance of the as- 
sociation year can be given over to se- 
curing new members, he said. 

As many members as possible should 
participate in association activities but 
at the same time activities shouldn’t be 
spread out so thin as to detract from 
the effectiveness of the job, Mr. Andrews 
pointed out. He urged members to be- 
come familiar with National Service Life 
and service measures so they can assist 
in carrying out the N.A.L.U.’s pledge to 
aid returning service men and women. 
He suggested that each association have 
a service committee. John D. Moyna- 
han, Metropolitan Life, reported that the 
Chicago association has a post-war com- 
mittee, while A. C. Murphy, East St. 
Louis, and A. F. Priebe, Rockford, said 
they have service committees. 

In explaining the N.A.L.U.’s $15,000 
educational project, Mr. Andrews said 
that agents must have skills and tech- 
niques to supplement information. Mr. 
Crane said that the project may fill the 
gap between company short courses and 
the C. L. U. program. Training courses 
have helped in getting association mem- 
bers, he said. 

Distribution of the “Handbook of 
Life Insurance” in schools was stressed. 
The Chicago, Peoria and La Salle 
county associations have been active in 

(CONTINUED ON PAGE 20) 
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PS Ruling on 
Retroactive 


Feature Revised 
WASHINGTON—The internal reve- 


nue bureau has revised its pension serv- 
ice ruling 35. The revision provides 
that whereas rulings promulgated subse- 
quent to approval of a stock bonus, pen- 
sion, profit-sharing or annuity plan are 
not applied retroactively, in the absence 
of material misstatements of fact, in cer- 
tain cases plans should be modified for 
future years so as to conform to bureau 
letters of approval. 

The PS provides that while rulings 
promulgated subsequent to issuance of 
approval letters are not applied retroac- 
tively in such cases and are “not in- 
tended to nullify approvals which had 
previously been made,” in certain situa- 
tions “various rulings are applicable 
prospectively.” 

The effect of this policy is illustrated 
in the PS in the following cases: 

The first case pertains to the pension 
plan of the M Company which reports 
on the calendar year basis. The plan be- 
came effective Jan. 1, 1943, and was ap- 
proved on May 1, 1943. The plan covers 
all employes who meet a five years serv- 
ice requirement and whose annual com- 
pensation is in excess of $3,000. Benefits 
payable at retirement at age 60 are to 
be 50% of total salary for the year in 
which an emplove becomes a participant 
regardless of the amount of his salary 
in the year in which he retires. The 
annual benefits of participants average 
$4,000 and the average contribution re- 
quired for a participant is $3,500. There 
is no provision for a restriction on funds 
which may be used to provide benefits 
for employes who are officers, share- 
holders, supervisors, or highly compen- 
sated so as to limit the possibility of 
discrimination in favor of such employes 
as to contributions and as to benefits 
actually payable in the event of termina- 
tion of the plan. On the basis of the 
facts submitted it is observed that the 
benefits under the plan do not integrate 
with the retirement benefits of the so- 
cial security act (see I.T. 3615, 1943 C.B. 
477) and that no provision is made to 
prevent the prohibited discrimination in 
the event of early termination of the 
plan. Commissioner’s mimeograph No. 
5539, setting forth the requirements with 
respect to integration, was promulgated 
on July 8, 1943. Commissioner’s mimeo- 
graph No. 5717, relating to provisions 
necessary in pension and annuity plans 
to preclude termination from effecting 
discrimination in favor of certain em- 
ploves, was issued on July 13, 1944. Thus, 
on Jan. 1, 1944, the beginning of the tax- 
able year which immediately followed 
the year in which the plan was ap- 
proved (approved May 1, 1943), the only 
ruling that had not been met by the 
M Company was that set forth in mimeo- 
graph No. 5539, pnertaining to integra- 
tion. Therefore, the M Company should 
amend its plan during 1944 to meet the 
requirements thereof. With respect to 
the termination rule, upon being advised 
by the commissioner that the plan does 
not comply therewith, appropriate steps 
should be taken to meet the require- 
ments thereof. 


Profit Sharing Plan 


The second case relates to the profit- 
sharing plan of the N Company which 
became. effective Jan. 1, 1944, and was 
approved on March 31, 1944. Various I.T. 
and PS rulings were promulgated during 
1944, and the company requests advice 
with respect to which, if anv, are to be 
complied with and when. The I.T. rul- 


ings applicable to profit-sharing plans 
are 3660, 1944—I.R.B. No. 10, page 9; 
3661, 1944—I.R.B. No. 10, page 13; 3674, 


1944—-I.R.B. No. 13, page 16; 3678, 1944— 
I.R.B. No. 13, page 18: 3685, 1944—I.R.B. 
No. 16, page 6, and I.T. 3686, 1944—I.R.B. 
No. 16, page 8, all issued subsequent to 
the date the plan was approved. I.T. 3660 
does not provide for any new reauire- 
ments but refers to certain provisions 
which classify a profit-sharing program 
either as a profit-sharing or pension 
plan. In either case the qualification of 
the plan is not affected and no amend- 
ment is required. I.T. 3661 provides for 
definite formulae, 3674 provides for a 


30% stockholders’ rule, 3678 relates to 
discrimination as between classes of 
participating employes, and 3685 and 


3686 pertain to allocation formulae that 
contain a year of service factor. The 
plan of the N Comnany does not meet 
the requirements of anv of the afore- 
said rulings. Accordingly, the plan 
should be amended during 1945 to give 
effect thereto. The various PS rulings 
are primarily explanatory and illustra- 
tive. Numbers 1 and 2 pertain to admin- 
istrative matters and do not affect plans 
that are either approved or under con- 
sideration. Numbers 16, 21, 22, 24. 28. 
33, 37 and 40, applicable to profit-shar- 
ing plans, do not enunciate new rules 
but are based on provisions contained 


National Underwriter NewSetup 


H. J. Burridge Is Elected President and Louis 
H. Martin, Vice-president and Secretary 





At the meeting of the directors of 
The National Underwriter Company 
last week Howard J. Burridge of Chi- 
cago, vice-president and secretary, was 
elevated to the presidency following the 
death of John F. Wohlgemuth, Oct. 19. 
Louis H. Martin, vice-president and 





LOUIS H. MARTIN, Cincinnati 
Vice-president and Secretary 


manager in charge of the Cincinnati of- 
fice, takes the title of secretary as well 
as vice-president. 

These two men have both spent their 
entire business career in connection with 
THE NATIONAL UNDERWRITER. They were 
brought into the organization, given re- 
sponsibility as they developed and today 
they are potent factors in the business. 

Mr. Burridge entered the service of 
Tue NATIONAL UNDERWRITER in 1913 
when he was 19 years of age. After a 
course of training in the office as clerk 
he was sent into the field as a salesman 
starting soliciting in connection with the 
work of the state directories. While he 
was on these trips Mr. Burridge began 
writing for the publication and it was 
soon revealed that he had much ability 
in this direction. In due season he was 
shifted from the business to the editorial 
department and subsequently became 
associate editor. 

The late E. Jay Wohlgemuth, who 
was then president of the company, be- 
lieved that Mr. Burridge could rise to 
greater heights in the business division 
of the publishing business than in the 
editorial work, hence in 1922 he was 





in the internal revenue code and regu- 
lations issued thereunder and elaborate 
on rulings published in the _ internal 
revenue bulletin. Other PS rulings per- 
tain to pension plans exclusively or are 
generally applicable to all types and, 
similarly, are explanatory of applicable 
provisions in the code, regulations, and 
such publishe# rulings. Accordingly, an 
approved plan need not be modified to 
give effect thereto unless the commis- 
sioner so advises. 

The third case is that of the O Com- 
pany which seeks advice as to the time 
limitation during which plans are to 
be amended in order to conform with 
rulings promulgated subsequent to ap- 
proval of the plan and as to the pro- 
cedure involved. A ruling in effect at 
the beginning of a taxable year may be 
complied with at any time during the 
year provided the amendment is made 
effective for all purposes as of the first 
day of that year. Thus, in each case 
there would be a minimum of 365 days 
and there may be as much as 729 (or 
780 in leap year), depending on the date 
when the plan was approved, in which 
to make the conforming amendments. 
Rulings may be obtained with respect 
to such amendments on application to 
the pension trust division in Washing- 
ton. In such instances it is not neces- 
sary to resubmit the plan and related 
data. It is sufficient to furnish a cer- 


(CONTINUED ON PAGE 19) 


appointed general manager in charge of 
sales organization and production. He 
soon demonstrated that he was the right 
man in the right place. In 1938 he was 
elected vice-president and _ secretary. 
The growth of Tue NaATIonAL UNDER- 
WRITER and its expansion into various 





H. J. BURRIDGE, Chicago 
President 


lines of insurance publicity are due 
largely to Mr. Burridge’s resourceful- 
ness. He established branch offices in 
San Francisco, Dallas, Des Moines, Min- 
neapolis, Detroit, Boston, Philadelphia 
and Atlanta. He has associated with 
him “16 salesmen. His great forte is in 
handling men successfully. All in the 
organization are for him jn every way. 
He resides at Hinsdale, Ill., and has 
two sons in the war service. He is 
prominent in his community. 


Still Does News Work 


While Mr. Burridge’s main work is 
in the business department he is called 
upon frequently to do news reporting 
and has covered a number of conven- 
tions and been sent on special assign- 
ments. He is the office manager at Chi- 
cago. 

His father died when he was a boy. 
His mother did not want to be depend- 
ent on relatives and hence she sought 
a position, answering an advertisement 
inserted by THE NATIONAL UNDERWRITER 
in one of the daily papers and later on 
became head bookkeeper and _ cashier. 
His mother was desirous of having her 
son in a different line of business than 
where he started as an office boy. THE 
NATIONAL UNDERWRITER took him on. 
His sister, who was attending college at 
the University of Michigan, worked for 
the publication during summer _ vaca- 
tions. After her graduation she married 
Stewart Baits, who is now executive 
vice president of the Hudson Motor 
Company of Detroit. She is now a re- 
gent of the University of. Michigan. 


Louis Martin’s Career 


Mr. Martin will have rounded out 19 
years of service with THE NATIONAL 
UNDERWRITER Jan. 1 next. He joined the 
company Jan. 1, 1926, and became con- 
nected with the Cincinnati office. He 
had a brief connection prior to that with 
Procter & Gamble Company of Cincin- 
nati. He soon demonstrated his ability 
as an administrator and became associ- 
ate manager of the Cincinnati office and 
manager in May, 1933. He was elected 
a director of The National Underwriter 
Company in December, 1935, and was 
elected vice-president in January, 1939. 

In the organization he is generally 
known as the business manager of the 


Oct. Sales Up 3.3%; 
10 Month Total 
Betters ‘43 by 6.2% 


New life insurance for October was 
3.3% more than for October of last year, 
and for the first 10 months of this year 
was 6. 2% more than for the correspond- 
ing period of 1943, according to the re. 
port of the Life Insurance Association 
of America. For October, ordinary 
showed an increase of 12.2% over Octo- 
ber of last year, industrial squeezed out 
a gain of .1% and group recorded a de- 
crease of 26.3%. 

For October, the new business was 
$777,793,000 against $753,059,000 during 
October of last year. Ordinary Insur- 
ance was $545,712,000 against $486,227,- 
000. Industrial was $134,171,000 against 
$134,054,000. Group was $97,910,000 
against $132,778,000. 

For the first 10 months, the new — 
ness was $7,651,065,000 against $7,2 
881,000 for the corresponding period ‘i 
1943. Ordinary was $5,309,275,000 
against $4,660,554,000, increase 13.9%. 
Industrial was $1,259,137,000 against $1,- 
341,901,000, decrease 6.2%. Group was 
$1,082,653,000 against $1,204,426,000, de- 
crease 10.1%. 


Neb. Group Eyes 
Problems Involved 
in Soldiers Return 


The Insurance Institute of Nebraska 
at a meeting in Omaha engaged in a dis- 
cussion of personnel, agency and under- 
writing questions involved in the return- 
ing soldier. 

The personnel question was treated by 
Mrs. Beatrice Chamberlain, United 
Benefit Life, and Harold Stebbins, 
Bankers Life of Nebraska. The agency 
problems were presented by Len Davis, 
Security Mutual of Lincoln, and R. E. 
Kiplinger, Guarantee Mutual. 

A review of the underwriting problems 
discussed at the recent Chicago conven- 
tion of the Institute of Home Office Un- 
derwriters was given by W. E. Price, 
Bankers Life of Lincoln, artd Murray 
Longworth, United Benefit. 

D. K. Pinkerton, Lincoln Liberty 
Life, president of the institute, presided. 

Mrs. Chamberlain said that since 
September, 1940, Mutual Benefit H. & 
A. and United Benefit Life have been 
making gratuity payments to service 
men of from one to three months salary 
depending upon length of employment. 
Any retirement annuity coverage it 
force on employes is continued and the 
companies pay the employes share of 

(CONTINUED ON PAGE 19) 





statistical publications, the “Little Gem” 
life insurance manual, the Argus Charts, 
Unique Manual Digest, and the book 
department. He was born Dec. 8, 1903, 
and has always lived in Cincinnati. 

He was married in October, 1934, to 
Mary Slade Rust, daughter of the late 
Frederick Rust, secretary of the Union 
Central Life. He graduated from the 
University of Cincinnati in 1925. 

Mr. Martin has the distinction of 
being the third generation in insurance 
publishing. His grandfather, the late 
Dr. H. C. Martin, founded the Rough 


Notes Company of Indianapolis and was | 


president until his death. Dr. Martin 


was a medical man and was one of the | 


early general agents of Northwestern 
Mutual Life for some of the northwest- 
ern states. He resigned the indiannoee 
general agency in 1880 to devoie all h 
time to “Rough Notes.” Mr. Martin's 
father, the late Louis H. Martin, Sr. 
was vice-president of “Rough Notes” 
and devised most of its systems, sup- 
plies, forms, etc. Later he moved to 
Cincinnati and became advertising man- 
ager of the Globe-Wernicke Company 
and died in 1913. 
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LIFE INSURANCE EDITION 3 
Round Table Names Indianapolis Life Starts 40th Year Death Rates Show 
New Committees: _ On Nov. 20 Indianapolis Life started ing and training. Among Texas lead- Sharp Decline in 
its 40th yor of service. In the accom- ers who attended are H. B. Veazey and 
Rule Changes Shown panes ney Edward B. Raub, Edgar T. Russell of San Antonio; Jay 40 Years, 1900-1940 
* the founders, is 
. : : shown discussing 
Membership Applications 570° jiscussins Census Bureau Makes 
Available Dec. 1, ere. Sem ae Comparisons from Many 
cies with A. Leroy , 
, Postians, vse Angles on Latest Data 
Chairman Clayton States oo .oident an the 
left, and A. H. WASHINGTON—The death rate 
Committee appointments for the 1945 asa one for males of all ages dropped 33%, from 


Million Dollar Round Table of the Na- 
tional Association of Life Underwriters 
have been announced by Chairman John 
E. Clayton, of Newark. Mr. Clayton 
also called attention to articles IV and 
V of the constitution and by-laws which 
concern qualifications for membership 


and credits necessary to qualify and 
which were most affected by the 
amendments of Sept. 15, 1944. 
Application forms for those wishing 
to become members will be ready about 
Dec. 1, and will “automatically be sent 
to all members of the 1944 table. Others 
can secure application forms from Mr. 
Clayton, Massachusetts Mutual, Ray- 
motfd-Commerce building, Newark 2. 
The new committee chairmen and 
vice-chairmen are: program, Mr. Clay- 
ton, chairman; Louis Behr, Equitable 
Society, Chicago, vice-chairman; enter- 
tainment and outing, Paul H. Dunna- 
van, Canada Life, Minneapolis, chair- 
man; John O. Todd, Northwestern Mu- 
tual, Chicago, vice-chairman; arrange- 
ments, Mr. Clayton, chairman; Mr. 
Behr, vice-chairman; registration, Har- 
old S. Parsons, Travelers, Los Angeles, 
chairman; Marvin Sherman, Equitable 
Society, Los Angeles, vice-chairman; 
reception, Mr. Behr, chairman; Theo- 
dore Widing, Provident Mutual, Phila- 
delphia, vice-chairman; insignia, Mr. 
Parsons, chairman; Ron Stever, Equi- 
table Society, Los Angeles, vice-chair- 
man, 
New Qualification Provisions 


Article IV provides: 

(1) There shall be three classes of 
membership: (a) qualifying; (b) life; (c) 
life and qualifying. 

(2) The executive committee shall re- 
ceive all applications for membership 
(in such form as the committee may 
require, from time to time) both from 
new applicants and from former and 
existing members and shall approve or 
disapprove all such applications. The 
committee may decline to approve appli- 
cations for membership submitted by 
applicants who, in the unanimous opin- 
ion of the committee, fail to meet the 
standards of this organization for busi- 
ness and professional conduct. 


(3) Applications for membership shall 
be submitted on or before July 31 and 
shall be acted upon only between Jan. 1 
and July 31, and membership shall be 
granted for a period beginning on the 
date on which the application is ap- 
proved and ending on July 31 of the 
succeeding calendar year. 


Must Be N.A.L.U. Member 


(4) Each applicant shall establish, to 
the satisfaction of the committee, the 
fact that he is a member in good stand- 
ing of the National Association of Life 
Underwriters, and has been such during 
his qualification period (as defined in 
Article V hereof) except in the case of 
applicants residing outside of the United 
States and its territories and except for 
any part of such period prior to Sept. 
15, 1944. 

(5) Each -applicant for qualifying 
membership shall also establish the fact 
that he has paid for, and personally re- 
ceived and retained the commissions on, 
at least one million dollars of business 
on the basis of “credits for qualifying 
membership” set forth in article V here- 
of. In order to establish the facts of 
his paid business, each applicant for 
membership shall furnish the commit- 
tee with e statement (in such form as 
the oe may require, from time 
to.time) from a home office official of 
each insurance company with which such 
applicant has done business, certifying 
to the production for which credit is 
claimed, together with such other perti- 
nent information as the committee, in 
its own discretion, may require. 

(6) Each applicant for life membership 
Shall also establish the fact that he has 
been approved as a qualifying member 

(CONTINUED ON PAGE 12) 








superintendent o f 
agencies. The com- 
pany has more 
than $140 million 
of insurance in 
force, more than 
$38 million in as- 
sets and over $2,- 
300,000 in surplus. 
The gain of insur- 
ance in force for 
the first 10 months 
exceeded by more 
than $1 million the 
gain for 1943. 

Mr. Raub, Mr. 
Kahler, Irving 
Palmer, assistant 
agency manager, 
and Doyle Zaring, agency secretary, 
have just completed a one day sales 
meeting of company production leaders 
in Texas and a one day meeting with 
géneral agents of the state on recruit- 





Claude Hern 
Jacoby of Dallas; Malvern Marks, Fort 
Worth; George Woods, Finck Dorman, 
and J. T. McClelland of Houston. Offi- 
cials visited several agencies. 


Ardrey, Jr., and H. H. 








Dillman Talks to Nurses 


Harold A. Dillman, director of thé 
Lincoln, Neb., agency of Security Mu- 
tual Life, at the request of officials of 
that institution, addressed student nurses 
at St. Elizabeth’s hospital, giving them 
information on the background of life 
insurance and the place it occupies in 
the field of American business today. 


National Negro Group in Richmond 


A two-day conference of the National 
Negro Insurance Week committee was 
held in Richmond to plan the 1945 insur- 
ance week as well as details for a long 
range post-war program. 

Commissioner Bowles of Virginia was 
one of the speakers at the Richmond 
conference. 








good will. Quoting:— 


with you.” 


WILLIAM H. KINGSLEY 
Chairman of the Board 





William Penn to 
the Indian Kings 


Before Penn came to his colony of Pennsylvania to start 
settling it, he wrote a letter “to the Indian Kings” in which 
he produced a masterpiece of asking for good will by offering 


“There is one great God and Power that hath made ye 
world and all things therein, to whom you and I and all people 
owe their being and wellbeing, and to whom you and I must 
one day give an account for all that we do in this world: and 
this great God hath written his law in our hearts . . 
hath been pleased to make me concerned in those parts of the 
world, and the king of the country where I live hath given 
unto me a great province therein, but I desire to enjoy it with 
your love and consent, that we may always live together as 
neighbors and friends, else what would the great God say to 
us, who hath made us not to devour and destroy one another 
but live soberly and kindly together in the world? ... I 
desire to win and gain your love and friendship by a kind, 
just and peaceable life, and the people I send are of the same 
mind. ... My resolution to live justly peaceably and friendly 
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17.9 to 12 per thousand population, and 
the death rate for females dropped 
42.4% from 16.5 to 9.5 per thousand in 
the 40 years 1900 to 1940, according to 
statistics compiled by the Bureau of 
Census from 1940 census returns. 

The death rate for males under one 
year dropped from approximately 179 
per thousand in 1900 to 62 per thousand 
in 1940, while girl babies outlived male 
children with a loss of only 48 per 
thousand in 1940, compared with 145 in 
1900. 


Progress in Infant Care 


_ The bureau emphasizes the progress 
in infant care since 1900. By 1940 the 
death rate for all infants under one year 
of age had declined 66.2% while the 
death rate of 75 to 84 year olds declined 
only 8.7%. The lowest death rate per 
thousand of any age group was for chil- 
dren between five and 14, both-at the 
turn of the century and in 1940. 

_The death rates for males and females 
of comparable age groups between one 
and 50 years varied by approximately 
one to two persons per thousand, usually 
in favor of the female, in 1900. In 1940, 
there was revealed a general drop in 
death rates for all groups, though figures 
indicate a lack of uniformity in the 
lowering of the death rate among males 
and females of the same ages. The most 
striking difference in the decline of the 
death rate as applied to maales and 
females is in the 45 to 54 year age group 
in which male deaths fell 20.4%, from 
15.7 to 12.5 per thousand, and female 
deaths 39.4%, from 14.2 to 8.6, 1900-1940. 
_ The bureau also compared baby deaths 
in 1915 and 1940, pointing out that ap- 
proximately one in 10 babies died be- 
fore the end of the first year in 1915, 
and that this had dropped to less than 
one in 20 infants by 1940. 

The death rate for rural babies was 
50.1 per thousand live births in 1940, and 
in urban places of 2,500 to 10,000 it was 
slightly higher, and in cities of 10,000 to 
25,000 it was slightly lower, the bureau 
points out. 


Lithgow and McCarthy Are 
Named Vice-presidents 


J. H. Lithgow and Leigh McCarthy 
have been elected vice-presidents by 
Manufacturers Life, Toronto. 

R. R. Carson, E. W. Bickle, and W. J. 
Grant have become directors of the com- 
pany. 








Randall Travelers Director 


HARTFORD — Jesse W. Randall, 
vice-president of Travelers and Travel- 
ers Indemnity, has been made a director 
of all four companies of that group, suc- 
ceeding the late Benedict D. Flynn. 





Home Life’s October Record 


Home Life’s leading agents in Octo- 
ber produced business at an average rate 
of more than $560,000 a year. Business 
was 22% higher than September and 
35% higher than the same month last 
year. It was the second best October 
since 1930. Total production for the 
year is 19.8% higher than last year at 
the same time, and 1944 is ngw in sec- 


ond place as the best year since 1930. 


The 50 leading agents averaged $47,- 
419 for the month; 15 are in their first 
year in life insurance. 
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Dr. Wilson Medical 
Head of Travelers 


In view of the retirement of Dr. F. L. 
Grosvenor as_ medical director of 
Travelers after more than 40 years serv- 
ice Dec. 31, Dr. McLeod C. Wilson, 
medical director of the accident and 
group departments, has been appointed 
to succeed him. 

Dr. R. M. Filson, formerly assistant 
medical director, becomes associate 
medical director. Dr. C. C. Beach con- 
tinues as consulting medical director. 

Dr. Grosvenor joined Travelers as a 
medical examiner in New York in 1904, 
was transferred to the home office a few 
months later in the same capacity, and 
became medical director in 1910. He 
was president of the Association of Life 
Insurance Medical Directors 1922-23. 

Dr. Wilson became a medical ex- 
aminer in 1907, both in Newark and 
New York. He went to the home office 
in 1910 as assistant medical director and 
was appointed to his previous position 
in 1920. 

Dr. Filson went to the home office in 
1926 in his previous position from clinic, 
hospital and administrative work with 
the Canadian department of soldier civil 


establishment. Prior to 1920 he was a 
fellow in the department of pathology 
and bacteriology in Queens University. 


McLain Campaign 
Over Top by 21% 


Guardian Life’s October campaign 
honoring J. A McLain, president, was 
the most successful since 1937 with 
submitted figures 21% above allotted 
quota and 28% more than in October 
last year. It was a tribute to his 25th 
year with the company and 5th year as 
president, both anniversaries occurring 
next January. 

Production was 19.9% ahead of the 
same period in 1943 for a 10, month pe- 
riod. 

R. A. Trubey of Fargo was the win- 
ning agency in both lives and volume. 
Al Davis, Leyendecker-Schnur, New 
York, was runner-up in volume and G. 
C. Green, Rochester, and G. E. Hack- 
man, St. Louis, were tied for second 
place in lives. 








For accident and health sales ideas, 
use the Sales Section of the A. & H. 
Bulletins. Write The A. & H. Bulletins, 
420 E. 4th St., Cincinnati 2, Ohio. 








A PROGRESSIVE 
ORGANIZATION 


The Shenandoah Life was or- 


ganized in 1916 and has enjoyed 


continuous growth each year 


since, during good times and 


depression. This growth has re- 


sulted in a number of opportuni- 


ties for capable men. 


Capable men, who are as yet 
undecided about the future, 


INQUIRIES 
INVITED 


should consider the unusual op- 
portunities offered by this com- 


pany. Openings exist at present 
in Virginia, West Virginia, North 


Carolina, 


South Carolina, 


Tennessee, Alabama and Missis- 


sippi. 





Fight for Private 
Enterprise System 
Now Must Be Made 


The time has come to fight for the 
private enterprise system, and there is 
a fight ahead, ,and a very serious one, 
E. G. Alvord, Washington, D. C., at- 
torney and treasurer U. S. Chamber of 
Commerce, told an economic conference 
in Chicago sponsored by the C. L. U. 
chapter there. The fight for private en- 
terprise is worth winning, he said. 

His central theme was post-war taxes 
but he considered these in the light of 
the American plan of living. At present, 
he said, the war is still going on and it 
must be won and must be financed. “I 
still have confidence in the ultimate 
sense of the decisions of the American 
public,’ he said. 


Estimate on U. S. Expenses 


Mr. Alvord estimated if the war is 
won fast the federal expenses in the 
next year will run about $75 billion, the 
year after that from $40 to $50 billion, 
and in the third year they may drop 
down to $25 billion. Impeccable credit 
must be maintained, he said. He could 
give no prediction as to the revenue pos- 
sibilities or future expenditures that may 
be necessary. The people must resolve 
to fight hard to maintain peace, he said; 
to render relief, provide public works, 
give aid to returning veterans and agri- 
culture, to international banking and 
security. 

He said individuals supply funds to 
private enterprise when they are con- 
vinced the yield is commensurate with 
the risk. Private enterprise must com- 
pete with others for funds, including 
government. Not long ago the people 
disregarded taxes. They were interested 
mainly in yield, safety and liquidity of 
investment. Now they want to know 
what an investment gives after taxes. If 
the offer is not good enough—as now it 
cannot be, Mr. Alvord Said,—then the 
people lose interest. 


Government Aid Dangerous 


Mr. Alvord said there must be one 
very fundamental change made in the 
approach of management to undistrib- 
uted funds. Most managements may re- 
quire a return of capital in two or three 
years, but now they may have to extend 
it to five or six years. If funds do not 
come from individuals and corporations, 
Mr. Alvord warned, there is only one 
other source, which is the government. 
He said he wants when the choice is 
made that the results be known by the 
people who make it. It will be easy to 
borrow the first $50 million from the 
government, but it won't be long before 
the policies of private business that seeks 
such financing must be changed a bit. 
The government will say, “I’d try this, 
or that,” then it would not be long be- 
fore a government man would go on 
the board—and perhaps several men. 
“This means nothing but government 
domination,’ Mr. Alvord said. “I be- 
lieve the private enterprise system is the 
best there is.” 


Makes Some Recommendations 


He said he was not at all pessimistic 
about the post-war period if the objec- 
tive is to preserve the present system. 
“There is a great pent up consumer 
demand at home and abroad. It seems 
now to be said that we are the only na- 
tion in the world to finance the world. 
On the assumption that both wars will 
be over by the end of 1945, I believe the 
first thing Congress should do about 
taxes in order to give hope to the coun. 
try is to maintain the present tax sys- 
tem in 1945 for maximum revenue, and 
to continue this until the end of both 
wars. As early as possible Congress 
should repeal the excess profits tax.” 

He said the carry back provisions 
must be retained because their purpose 
is to average profits until the country 
is back in a civilian economy. Mr. Al- 
vord would continue to tax corporations 
as high as consistent with maintaining 
the private enterprise system. He be- 


Arthur Reddall Feted at 45 
Year Mark with Equitable 








Arthur H. Reddall, assistant secretary 


of Equitable Society and 
prise luncheon of the agency depart- 
ment on the occasion of his 45th Equi- 
table anniversary. Also attending were 
several officers and friends from other 
departments and members of his im- 
mediate staff. Vice-president W. J. 
Graham extended felicitations to Mr, 
Reddall and read a testimonial signed by 
every Equitable officer. 

At an afternoon meeting, Mr. Reddall 
was presented his 45-year button anda 
silver and gold pencil set. 

Mr. Reddall joined Equitable in 1899 
as a stenographer in the office of the late 
Secretary William Alexander. For many 
years he was responsible under Mr. 
Alexander for much of Equitable’s sales 
material. He was named assistant sec- 
retary in 1929 and has served as secre- 
tary of the committee on insurance of 
the board. He has been associated with 
“Agency Items” since its inception in 
1907. 


Floyd Young New Head of 
Pacific Actuarial Group 
Floyd B. Young of Western Life was 


elected president of the Actuarial Club © 


of the Pacific at its meeting in San Fran- 
cisco. Oscar Swanson, 
is vice-president; G. E. Cannon, Oregon 
Mutual, secretary. C. E. Herfurth of 
Coates & Herfurth, the retiring presi- 
dent, and A. B. Brown, Metropolitan 
Life, were elected to the executive com- 
mitee. L. M. Cathles, president of 
North American Reassurance, was the 
banquet speaker. 


E. J. McDonald of Ottawa, Can, 
manager of the Metropolitan Life for 
the Dominion, was in Chicago this week 
after attending a meeting of the trustees 
of Culver Military Academy, Culver, 
Ind., of which he is a member. He 
graduated at Culver as did his son, E. J. 
McDonald, Jr., who is now in service 
on the Pacific Islands. 











lieves corporations can stand a tax of 
25% of their profits, and possibly under 
some circumstances up to 334%4%, but 
generally not more. 

“T believe the people in normal times 
would be discouraged if the government 
should take over half of their earnings,’ 


he said. “They are willing to go into | 
partnership with the government,” but | 


not, he said, on a basis where the gov- 
ernment takes more than they get. 

He said excise taxes now are get- 
erally conceded to be nothing but sales 
taxes and that he would keep as much 
of these as is politically expedient be- 
cause the country needs maximum rev- 
enues in the years immediately ahead. 


Maximum Revenues 


“I am confident the job can be done,” 
Mr. Alvord concluded, “although ! 
doubt if the people will like a system 
of maximum revenues.” , 

Mr. Alvord is chairman of the U. 5. 
Chamber of Commerce committee 0! 
federal finance. He has been special 
assistant to the Secretary of the Treas 
ury, is the author of a brochure on the 
excess profits tax and is considered one 
of the leading tax authorities. 





editor of | 
“Agency Items,’ was guest at a sur- | 








Pacific Mutual, | 
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Scan Possibilities | 
for Ill. Director 


Now that Governor Green of Illinois, 
Republican, has been reelected, there is 
considerable conjecture as to the perma- 
nent appointment that will be made of 
insurance director. Nellis Parkinson, 
who had been second in command, was 
named acting director when Paul F. 
Jones resigned several months ago. It 
was assumed that a permanent appoint- 
ment was not made at that time because 
the election was so close at hand. 

In the conjecture the possibility that 
Mr. Parkinson will receive the perma- 
nent appointment is taken prominently 
into account. However, other possibili- 
ties are also being examined by those 
who like to engage in political forecast- 
ing. Among those that are mentioned 
as a field of choice are Arthur E. Benson 
of Batavia, who was the unsuccessful 
Republican candidate for secretary of 
state; M. E. Holohan, chief deputy of 
the Illinois department; Alvin S. Keys, 
prominent local agent who is a member 
of the executive committee of the Na- 
tional Association of Insurance Agents 
and is also assistant director of the de- 
partment of public safety of Illinois; 
Richard Yates Rowe, secretary of state 





FeNATIONAL 
by appointment, whose term expires 
Jan. 1, and who was an officer of the 
old American Bankers Ins. Co., of 


Jacksonville, Ill, and W.*J. Stratton, 
who was defeated by Mr. Benson in the 
primaries for Republican nominee for 
secretary of state. 


New York Meeting 
Schedule Given 


The Life Insurance Association of 
America will hold its annuai meeting 
at the Waldorf Astoria, New York City, 
Dec. 1, there being a luncheon at which 


W. H. Andrews, president National 
Association of Life Underwriters, will 
speak. 


The Institute of Life Insurance will 
hold its annual meeting at the same ho- 
tel, Nov. 30. The executive committee of 
the American Life Convention will meet 
there Dec. 2. There will be a meeting of 
officials of American Life Convention 
companies writing industrial insurance, 
Nov. 30, at the Waldorf Astoria to dis- 
cuss the proposition of an industrial 
seminar. These meetings are called 
prior to the mid-year meeting of the Na- 
tional Association of Insurance Commis- 
sioners at the Commodore Hotel, New 
York City, Dec. 4-7. 


ARE YOU THE MAN? 





If so you will find it to your 


interest to investigate the 


General Agent's contract 


now being offered for terri- 


tory in the mid-west. 


CENTRAL LIFE 


Insurance Company of Illinois 


FOUNDED 1905 
Alfred MacArthur, President 


211 West Wacker Drive 
Chicago 





Leading Producers 
in San Francisco 
Review Methods 


SAN FRANCISCO—Four members 
of the San Francisco Quarter Million 
Dollar Round Table, each of whoni has 
shown increased production and out- 
standing success, although operating 
along different lines, told of their meth- 
ods and systems at a meeting of the 
group. 

E. T. Golden, million dollar producer 
of New York Life, told how he has pro- 
tected estates by giving business men 
information regarding taxes. In many 
instances he cites Treasury decision 
5221, which is not generally understood. 
He cited several cases, one where a 
business man of 65 showed great inter- 
est in his own estate and Mr. Golden’s 
suggestion that he not add any more to 
that increasing estate but distribute the 
new profits to five children, with life in- 
surance on these children to protect this 
investment, while assuring the heirs 
against heavy losses through estate and 
inheritance taxes. 


Developing Business from Group 


Mrs. Bruce Ashton, Connecticut Gen- 
eral Life, Salinas, Cal., one of the com- 
pany’s leading producers and a member 
of the Women’s Quarter Million Round 
Table, discussed the importance of 
group business as sources of individual 
cases. She said that in Salinas she 
found 12 firms employing more than 50 
persons, of which she has written eight. 
In the past three years she has produced 
from these eight cases $75,000 in corpo- 
ration insurance, $60,000 on key men, 


$410,000 on salary deduction and $300,- . 


000 on individual employes covered un- 
der the group policies—a total of $845,- 
000 

Working eight hours a day in a war 
shipbuilding plant in San Francisco has 
taught James V. Lawry, Northwestern 
Mutual Life, how to use his time to the 
maximum for production of business. 
He has produced 25% more than in any 
past year while he has been working 
from 3:30 to 11:00 p.m. in the plant. 


Draft Board Did Him Favor 


A pre-war father with three young 
children, Mr. Lawry was instructed by 
his draft board to go into war work. 
He said his draft board did him a favor, 
for the situation has brought him a bet- 
ter realization of the value of time and 
how it can be utilized to the best re- 
sults. Each morning he makes a call 
on his way to his office whereas prior to 
going into war work he always went to 
the office first. He uses the phone and 
mails much more than in the past. 

On his job at night, when he has pe- 
riods when he just sits and watches the 
valves and gauges on huge furnaces, he 
opens and reads the mail he received 
during the day, writes letters to clients 
and prospects in longhand, giving them 
a more personal tone than when he used 
to dictate them in the office. He said 
he has found clients and prospects co- 
operative in agreeing to appointments 
between 8:30 and 2 o’clock. In addition, 
he has luncheon every day with a pros- 
pect, instead of with fellow insurance 
men as he used to in the old days. He 
has developed the ability to concentrate 
for minutes at a time in the plant, thus 
eliminating the necessity of working 
late at home nights preparing the next 
day’s activities and often disrupting the 
normal home routine. 


Social Security Programming Basis 


George Hauck, one of the leading pro- 
ducers of National Life of Vermont, 
specializes on programming. He uses 
social security scale envelopes and the 
slide rule and bases most of his pro- 
grams on the social security foundation. 
He said prospects show much interest 
when he manipulates the social security 
slide rule while explaining this income 
to them, and this paves the way for a 
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Campbell Back at 
Jacksonville Post 


C. W. Campbell, formerly manager of 
the ordinary agency of Prudential a 
Jacksonville, Fla., has returned to that 
position after military service as a lieu. 
tenant-colonel. He became manager jp 
1930, entering the service in 1942 when 
he was assigned to special duties jy 
Washington. 





Prominent in Wac Recruiting 


Mr. Campbell has had a prominent 
part in WAC recruiting activities, in. 
cluding the promotional activities jn 
this line among life companies. He ad. 
dressed the mid-year meeting of the 
N.A.L.U. on the project. 


complete program. Mr. Hauck says he 
programs every case from $5,000 up—on 
the theory that the $5,000 is just as im- 
portant as the $50,000 case to the pros- 
pect involved. He illustrated two cases 
on the blackboard and then used one 
of the members of the organization in 
developing a future income structure for 
insured, wife and family. The develop- 
ment created considerable interest. 





* THE NEW YORK LIFE 
HAS JOINED THE LIST OF 
COMPANIES WHICH UNDER 
ONE PLAN OR ANOTHER 
ARE MAKING AVAILABLE 
TO THEIR TOP MEN, R & R’S 
TAX AND BUSINESS INSUR- 
ANCE STUDY PROGRAM. 





* * 


THE ANNOUNCEMENT 
which was sent to the 1943- 
44 Club Members reads in 
part: 


““Your Agency Department 
believes so strongly in the 
value of continuous organized 
study that as a part of this 
year’s Club Program, it offers 
R & R’s Tax and Business 
Insurance Supervised Study 
Program. Your Club Mem- 
bership gives you an oppor- 
tunity to profit by a definite 
and tested sales-building plan 
which has helped thousands of 
agents to increase their pro- 
duction, raise their average- 
size policy and work in fields 
where needs today are partic- 
ularly important. 


“If you are looking forward 
to an expanding future in to- 
morrow’s major markets, this 
announcement will indeed be 
your key to sales success’.” 


* * * 


OUR STAFF IS ANTICIPAT- 
ING WITH GREAT INTEREST 
A YEAR OF INTENSIVE 
WORK WITH THE NEW 
YORK LIFE GROUP. 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 
RESEARCH & REVIEW SERVICE 


INDIANAPOLIS 
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Obligations of 
Management Told 


NEW YORK—Five obligations of 
management were laid down by R. R. 
Lounsbury, president of Bankers Na- 
tional Life, at the dinner marking the 
company’s 17th anniversary and the at- 
tainment of $100 million in force. Mr. 
Lounsbury said these obligations are to 
the public, agency force, home office 
employes, stockholders, and community. 

To the public, there is obligation to 
provide trustworthy protection evidenced 
by fair and understandable policies con- 
taining the provisions required to fit 
actual needs and conditions. A strong, 
sound company is essential, kept so by 
economy and efficiency in operations 
and safety of investments. The com- 
pany must render good service, evi- 
denced by well equipped and success- 
ful agents who sell insurance on a pro- 
fessional basis and capable and cour- 
teous home office employes who give 
prompt and efficient service to policy- 
holders, beneficiaries and agents. 

The obligation to agents is to provide 
an epportunity for success as evidenced 
by sound and attractive policies to sell 
at a net cost which stands up in com- 
petition; a contract which provides com- 
pensation commensurate with demon- 
strated ability; a friendly working at- 
mosphere and understanding home office 
support; access and encouragement to 
use the best educational material, and 
representation of a company equal to 
the best in every important respect. 

To home office employes, there is 
obligation to provide an opportunity to 
build a successful life as evidenced by 
steady employment in pleasant sur- 
roundings; full compensation for serv- 
ice rendered; advancement when ability 
is increased, attitude is right, and an 
opening appears; instruction available 
to increase ability; pension at retire- 
ment age, and company help in setting 
up safeguards against unforseeable emer- 
gencies. 

The obligation to stockholders to pro- 
tect their investment is evidenced by 
earnings which provide dividends equal 
to a fair return on investment and ac- 
cumulation of a retained surplus to 
guarantee that unexpected national eco- 
nomic or mortality upsets do not im- 
pair the company’s.ability to continue 
steady growth. 

Mr. Lounsbury said the management 
is under obligation to the community 
to foster a constructive attitude on its 
part as a corporation and on the part 
of agents and employes through recog- 
nition of the responsibility of every 
citizen, whether corporate or real, “to 
participate in those projects which work 
for the betterment of the individual, the 
community, state, and nation.” 

Bankers National issued its first policy 
Oct. 5, 1927, and 17 years later the 
business in force passed $100 million. 
It also has a substantial volume of an- 
nuity business. It recently entered the 
accident and health field. It operates 
in 14 states, District of Columbia, and 
Puerto Rico, all policies being issued on 
the participating plan. A home office 
was purchased at Montclair, N. J., in 
1935. | It has $350,000 capital with over 
$111 in assets for every $100 in liabili- 
ties and is owned by over 400 different 
individuals. 





Universal to Double Capital 


Universal Life of Richmond will soon 
declare a 100% stock dividend. The cap- 
ital, now $50,000, will be increased to 
$100,000. About 95% of the outstanding 
stock is held by Roland F. Holman, 
President. He added to his holdings 
considerably when he acquired all the 
stock held by David W. Darden, secre- 
tary of the company at the time of his 
death. 

The company was organized nine 
years ago and at the end of 1943 had 
$13,200,000 insurance in force. It is esti- 
mated that the figure will be close to 
$18,000,000 by the end of this year. 
Except for hospitalization, most of its 
business is industrial insurance. 





Honor A. B. Olson on 
His 10th Anniversary 











A. B. Olson, agency vice-president of 
Guarantee Mutual Life of Omaha, will 
complete 10 years service with the com- 
pany Dec. 31, and in honor of the occa- 
sion and as a tribute to his efforts on 
behalf of the company, the seven mem- 
bers of the general agents’ council and 
the home office are jointly sponsoring 
through November and December a pro- 
duction campaign. One objective is to 
reach more than $180 million of insur- 
ance in force by the end of the year. 

After a successful career as a sales 
manager in other lines, Mr. Olson in 
1915 went with Bankers Life of Ne- 
braska which he successively served as 


agent, general agent and manager of 
agencies. In 1920-21 he was president 


of the Omaha Life Underwriters Asso- 
ciation and in 1922 helped organize and 
was the first president of the Omaha 
General Agents & Managers Associa- 
tion. He has served as a director of the 
Sales Research Bureau. 





Negro Group Maps Fight 
on Inflation with OPA 
WASHINGTON — Representing 3% 


million policyholders in 26 states, it was 
announced, officers of the © National 
Negro Insurance Association and mem- 
bers of its anti-inflation committee 
mapped plans to combat inflation, with 
respect to price and rent control and 


rationing, at a conference here with 
OPA officials. 
D. C. Chandler, Dunbar Mutual, 


Cleveland, and national chairman anti- 
inflation committee, outlined a 6-point 
program for 1945 in cooperation with 


the national economic stabilization 
policy. 

Bureaus will be set up to supply 
speakers on _ anti-inflation measures. 
Members of local Negro insurance 


groups will volunteer service with price 
and rationing boards. Committeemen 
will cooperate directly with OPA in dis- 
tributing information direct to homes. 

Consumers cost of living committees 
will be organized. A public informa- 
tion campaign committee will be created, 
headed by G. Norman Branch, Federal 
Life, Washington. 

The conferees included Charles W. 
Greene, Atlanta Life, association presi- 
dent; B. C. Ford, Guaranty Life, Savan- 
nah; C. B. Nicholls, and J. T. Walker, 
Pilgrim Health & Life, Augusta; E. M. 
Helvey, Domestic Life & Accident, 
Cleveland; J. C. Jefferson, Mammoth 
Life & Accident, Louisville; Ralph 
Sindley, Fireside Mutual, Cleveland; B. 
G. Olive, Jr., Universal Life, Memphis; 
Lonnie Polk, Provident Home Bene- 
ficial, Pittsburgh; Ralph W. Parsons, 
Victory Mutual, New York City. 


Verhovay Fraternal Association of 
Pittsburgh has-been licensed in Cali- 
fornia. 
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Men Want Security 
After the War 


Never have so many been consider- 
ing so seriously the problem of safety 
— financial and economic — in the 
years beyond the War. 


Avenues of safe investment, impact 
of rising prices, hazard of unemploy- 
ment, limitations of business opportu- 
nity — these things engage the public 
mind as never before. 


Life 
among the answers. And Fidelity Mu- 
tual provides that answer in concrete 
form. 


insurance comes foremost 


While steadily increasing the sum 
and safety of its resources, Fidelity has 
also steadily broadened its coverage 
to meet the demands of the changing 
times. Its policy forms provide selling 
tools which look to the needs of tomor- 
row as well as of today. 


Fidelity agents, however, not only 
are given the tools, but are trained in 
their use by means of thorough instruc- 
tion, sympathetic supervision and co- 
operative leadership. Upon such rela- 
tionships has been built its reputation 
as a friendly company. 
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IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
E. A. Roberts, President 
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Issues of the Future 





“IT do not know to what extent we 
may have government supervision, al- 
though my own personal opinion is that 
state supervision will continue, but you 
can dismiss from your minds any 
thought that the life insurance in force 
in private companies will ever be na- 
tionalized because 65 million policyhold- 
ers in private companies will not permit 
it, nor will our 160,00 agents stand idly 
by and permit it to be taken over by 
the national government.” 

With these comments, Dr. E. G. 
Simmons, executive wice-president of 
Pan-American Life, introduced his dis- 
cussion of “Our Business Today and 
Tomorrow” at the organization meet- 
ing and sales congress of the Louisiana 
Association of Life Underwriters in 
Baton Rouge last week. 


Closer Unity in the Business 


The insurance organizations, he said, 
American Life Convention, Life Insur- 
ance Association of America, the Asso- 
ciation of Life Agency Officers, the In- 
stitute of Life Insurance, and the Na- 


tional Association of Life Underwriters 
are working in closer unity than ever 
before. 

Dr. Simmons warned agents that 
there are lush times and insurance sell- 
ing does not require the art it did in the 
depression. Without competition from 
the hundreds of things that are ordi- 
narily for sale, it is a tribute to the con- 
fidence the American people have in life 
insurance that people are almost volun- 
tarily buying life insurance in larger 
quantities than ever before. Premiums 
are being paid in advance not necessa- 
rily because of an agent's sales effort 
but because his policyholders have the 
money and want to be sure that noth- 
ing will happen to thcir insurance for at 
least five or ten years to come, he de- 
clared. ‘ 

With an estimated $150 billion of sav- 
ings in the U. S., he said, and the ease 
of selling today, there is danger of get- 
ting soft. 

The lapse rate is the lowest in his- 
tory. Instead of showing gains of in- 
surance in force of 45% or 50% of new 
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20 Wears of Service 


in Peace and in War! 


* The State Life Insurance Company has paid 
$146,000,000 to Policyowners and Beneficiaries 
since organization September 5, 1894 . . . The 
Company also holds over $60,000,000 in Assets for 
their benefit . . . A total of $20,000,000 is invested 
in War Bonds and U. S. Government securities . . . 


Life Insurance and The State Life serve in Peace 
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Indianapolis, Indiana 
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annual insurance written, the figures 
now are 65% to 70%, he said. But 
tough competition is coming again and 
agents should prepare for it. 

He urged agents to keep their eyes 
open to the competition of tomorrow, 
the new homes, automobiles, radios, 
washing machines and hundreds of other 
articles. The business is going to have 
to be well guarded. Every effort will 
have to be made to hold to the mini- 
mum future borrowing on policies, he 
declared. Agents should sell larger 
policies and should get cash with the 
application where possible. ; 
Agents should cultivate in their com- 
munities more closely than ever. They 
should make a study of social security 
and its tie in insurance selling with its 
benefits. Before long those benefits will 
cover 20 million more men and women 
than at present, he said. 





Memphis Group Conducts 
Seminar on Service Cover 


The Memphis Life Underwriters As- 
sociation conducted a seminar on Na- 
tional Service Life Insurance Thursday. 
J. L. McMillin, Mutual Life of New York 
general agent, was in charge of the pro- 
gram and gave the summary. C. R. 
Welman discussed the function and 
service of life insurance; William Brown, 
the place of National Service Life In- 
surance in the insurance program; Clar- 
ence Leavell, National Service insurance 
policies and their provisions; Fred 
Mivelaz, service representative of the 
Veterans Administration, the work of 
that organization; L. T. Callow, “Why 
I want my son to continue his GI in- 
surance as.a part of his lifelong insur- 
ance program;” and Bruce Blalack, 
the open forum. 

This is believed to be the first seminar 
on the subject held by any association 
in the country and was designed to ac- 
quaint agents more thoroughly with 
NSL insurance and advice they should 
give returning veterans with respect 
to it. 





Recalculating the Benefits 


WASHINGTON—tThe social secur- 
ity board states that upon request it 
will re-calculate the amount of old-age 
and survivors insurance benefits payable 
to once-retired workers who have re- 
turned to industry and include credit 
for wages received since benefits were 
first claimed. Increased benefits would 
result only for workers 65 or older who 
have once claimed benefits and after- 
wards earned wages in jobs covered by 
social security. If pay is higher in cov- 
ered employment than when these work- 
ers originally retired benefits can be 
refigured when they retire again. 





Statistical Group Directors Meet 


Directors of the Insurance Account- 
ing & Statistical Association met two 
days last week at the Edgewater Beach 
Hotel, Chicago, to plan the program 
of the April, 1945, annual conference 
at the same location, post war activities 
and other matters. 

Among those present were R. L. 
Hughes, Guarantee Mutual Life, presi- 
dent; H. J. Stowe, Manufacturers Life, 
vice-president; I. H. Wagner, Business 
Men’s_ Assurance, secretary-treasurer; 
C. S. Cadwell, Minnesota Mutual, assist- 
ant secretary-treasurer; I. W. Kimmerle, 
Northwestern National Life, director of 
life division; W. G. Waters, Kansas 
City Life, and D. L. Eilers, World. 


Cassels Canada Life Director 


R. C. H. Cassels has been elected a 
director of Canada Life to replace J. M. 
Macdonnell, who has voluntarily re- 
signed to give himself the fullest free- 
dom possible in seeking a seat in the 
house of commons. Mr. Cassels is a 
member of the law firm of Blake, An- 
glin, Osler & Cassels of Toronto. 








For accident and health sales ideas, 
use the Sales Section of the A. & H. 
Bulletins. Write The A. & H. Bulletins, 
420 E. 4th St., Cincinnati 2, Ohio. 


——= 
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Institute Speaker 











JAMES 


WwW. IRWIN 

James W. Irwin, management counsel 
of National Dairy Products Corp., will 
be the principal speaker before the an- 
nual meeting of the Institute of Life 
Insurance, to be held at New York 
Nov. 30. 








Watch SS Tax Freeze, 
Pension Issue in Congress 


WASHINGTON — Postponement of 
possible action on proposed social secur- 
ity tax freeze and pension trust ap- 
proval deadline extension beyond Dec, 
31 was seen when a house ways and 
means committee meeting scheduled for 


Tuesday was put off until Friday, be | 
cause of absence of a number of men- | 


bers. 


Senator Taft, Ohio, it is understood, | 
does not expect the internal revenue | 
bureau to “mend its ways” with respect © 
to integration of pension trust plans with | 
If the department did 
not consider necessary | 


social security. 
this he would 
his amendment prohibiting integration. 

However, it was indicated, the Senator 
can do little about his amendments ur- 
less the House passes some kind of a 
measure affecting the revenue to which 
it could be attached. It was further in- 
dicated that there may be further hear- 
ings on the Taft proposal. ; 

Possibility of a compromise on social 
security taxation was hinted at by Sena 
tor Barkley, majority leader, following a 
recent meeting of the Senate democratic 
steering committee. He said House con- 
versations are under way with the social 
security board looking toward “working 
out a little different rate, so that we will 
not have to take up this question (of 
freezing the tax) every year.” Without 
some action, the tax rate will go from 
1 to 2% Jan. 1. 

Senator Vandenberg has introduced 
his annual 1% “freeze” measure. He also 


proposed that the Joint Committee on | 


Internal Revenue Taxation, a House 
Senate unit, assisted by an advisory 
group of outside experts, should be 


authorized to study the social security | 


tax question and report its final conclu- 
sions to Congress by July 1, next. 


President Roosevelt holds the whip | 
The Van-} 


hand in the tax freeze fight. 
denberg amendments can only go onto 


a House-originated revenue bill, if any,/ 


this session, and if passed, such a meas- 
ure could be vetoed. Both he and the 
Treasury favor the increase in social se- 
curity tax. 





Judge David G. Hunter of the of- 
phans court of Philadelphia county wi 
address the dinner meeting of the Phila 
delphia Life Insurance & Trust Coun- 
cil, Nov. 30, on “Your Will, What to 
Do About It and Why.” 
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Job Relations 
Program Outlined 


to Accountants 


NEW YORK—tThe job relations pro- 
gram of supervisory training developed 
by the bureau of training, War Man- 
power Commission, was outlined by G. 
W. Campbell, assistant district repre- 
sentative, in an address before the In- 
surance Accountants Association. Fre- 
quently, he said, the supervisor only 
knows how to handle one or two types 
of individuals and almost every employe 
problem could have been prevented had 
the supervisor had adequate training for 
his job. Typical positions coming under 
the head of supervisors in the account- 
ing field are chief clerks, office manag- 
ers, department heads, chief accountants, 
and head bookkeepers. A supervisor is 
defined as anyone who directs the work 
of one or more people. 


Five Basic Requirements 


There are at least five basic require- 
ments for the supervisor, he stated, 
knowledge of job, knowledge of respon- 
sibility, skill of instruction, skill of 
leadership, and skill in organizing or 
planning work.’ The bureau is particu- 
larly concerned with the three skills 
named and for these has developed a job 
instructor training program, a job meth- 
ods program, and a job relations pro- 
gram, Mr. Campbell confined his re- 
marks to the latter. 

Many supervisors today don’t know 
how to pass on their knowledge. This 
is particularly true of sales organiza- 
tions where the best salesmen in the 
organizations have not learned to pass 
on their “know-how.” 

A supervisor is hired primarily to get 
work out of others. Results obtained 
from the program show that it helps to 
prevent problems, reduces grievances, 
reduces absenteeism, reduces labor turn- 
over, reduces misfits and obtains better 
teamwork. 

A supervisor is likely to be responsi- 
ble for production, quality, cost, morale 
and training. These are all factors in- 
volved in his relations with employes, 
through whom he gets results. 


Job Relations Foundations 


The foundations of good job relations, 
he said, are: Let each worker know 
how he is getting along; give credit 
when due (there are a thousand and one 
other ways besides giving a raise); tell 
people in advance about the changes 
that will affect them, and make the best 
use of each person’s ability. 

Most people are very reasonable if 

they understand why something is done 
involving their work. Mr. Campbell 
said that he had been asked by the army 
to give a course in human relations ‘to 
40 officers at one of the camps. The 
army was particularly interested in the 
aspect of telling people in advance about 
changes that will affect them. He con- 
sidered it particularly significant that 
the army would be interested in such a 
subject. 
_ Individuals differ not only in their 
jobs but in temperament, education, in- 
telligence, health, home life and ambi- 
tions—all of these various factors be- 
ing responsible for individual differences. 
Supervisors must learn to make a daily 
Practice of treating persons as individ- 
uals, he said. 

In setting up a program, the objective 
must first be determined. Then, it is 
necessary to get the facts, weigh and 
decide, take action and check results. 


Trust Officer Urges Close 
Bank-Agent Cooperation 


The ways in which the life agent and 
the trust officer of the bank can be mu- 
tually helpful were outlined by N. Bax- 
ter Maddox, vice-president and trust 
officer of the First National Bank of 
Atlanta, Ga., in a talk before the mid- 
continental trust conference of the trust 


division of the American Bankers Asso- 
ciation at Chicago. 

He said that the life insurance-trust 
team is a new business potential that 
will benefit the bank if properly culti- 
vated. Such cooperation better serves 
the customer and produces new business 
for each in the team, he said. He said 
there are now 23 life insurance and 
trust councils in the United States, and 
they have been very helpful. He urged 
trust men to attend as many life insur- 


ance meetings as possible and to en- 
courage qualification for the C.L.U. 
degree among trust officers. Many trust 
institutions, he said, have found it bene- 
ficial to offer agents the use of their 
conference rooms and tax services. 
Mr. Maddox is chairman of the com- 
mittee on relations with life underwrit- 
ers for the trust division of the bankers 
group. He was formerly Connecticut 
Mutual general agent in Atlanta and 
prominent in association work. 
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John P. Williams Addresses 
C.L.U. Chapters on Coast 


The Portland C.L.U. will be addressed 
by John P. Williams, field director. of 
the American College, at its meeting 
Nov. 28. 

Mr. Williams will also address a din- 
ner meeting of the San Francisco C.L.U. 
chapter Dec. 4. He is making a tour 
of Pacific Coast chapters. 





How to choose a life partner 


From the time he started wiping engines in the round-- 
house, Frank Andrews fixed his eye on this, the top job for 
a railroad engineer, with the determination that someday 
it would be his. The strength and tenacity of purpose 
which it took to bring it true are signs of a man of character. 

We recommend Frank Andrews as a “‘life partner” for 
you. The life insurance company with such people as 
policyholders is a good place for your own insurance. 

We give our agents an extra incentive to find and sell 
such men as Andrews. We know that much of the strength 
of this company lies in the strength of the men and 


paid, not primarily for the new insurance he sells you, 
but for the amount you keep in force. When you lapse a policy, 
he suffers a penalty in his earnings which applies not 
merely to the policy you lapsed, but to every dollar’s 
worth of insurance from which he is receiving an income. 

Thus, your NWNL agent has a special incentive to sell 
you exactly the kind and amount of insurance you need 
and can afford, to keep your insurance program in good 
health—and to seek out good life partners for you in the 
other policyholders he serves .. . men of character like 
Frank Andrews. 


women who buy its policies. . . in their thriftiness, in their 


determination to carry on without lapsing. For most lapsed 

policies mean a loss not only to the man who lapses, but 

to the company, and ultimately to its policyholders. 
And that is why your Northwestern National agent is 


NORTHWESTERN -Vational LIFE 


INSURANCE COM PANY 


©. J. Arnold, President Minneapolis 4, Mian. 





This is a reproduction of NNL’s current national magazine advertisement. 
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However, some of the closest students 
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laws constitute an undue burden on in- taxes are doomed that they say it is a business into the rigid mold Se ganization of Pru- bility 
terstate commerce may be expected if mistake not to emphasize their weakness '™ the bill, there being only ae el whe a re rag 
this point is not clarified at the present at this time. The laws should be ¢Mt, types of Cooperative activity | - nounced in last . 
session of Congress, according to some changed, they are convinced, at the com- Which the —— could engage with- cep, issue, has form. < 
who have followed this situation very ing legislative session, so as to put for- OUt running afoul of the federal anti- had a well diversi- Accide 
closely. If the Walter bill, now pending eign and domestic companies on the trust laws. fied experience. He Powell 
> smi Poot It ted out that if the ins i 5 aie 
in the Senate, or some similar measure same footing tax-wise. is poin ed out that if the insurance has been a district States 
upholding the right of the state to tax Should no legislation on the_ subject business is to serve the public properly fe, clerk, district the em 
and regulate interstate insurance trans- be enacted at this session of Congress it must be free to engage, if need be, in oa hier home office want 1! 
ree . Ma Pa Age hich cannot .** : 1! 
actions, fails of passage, the states face there would arise the possibility that Many types of activity w 5S; inspector and has has be 
the immediate possibility that some proposals would be offered not only by possibly be foretold at present. Of had charge of he sai 
companies will refuse to pay premium the fire and casualty companies and the Course it would be possible to get the he soutl with : 
ca ‘ fed ‘haw led iat Daas northern, southern, 
taxes on the ground that these taxes commissioners but by the Justice De- ‘e¢eral law amended to exempt these Qo torn and central comme 
constitute an unlawful burden on inter- partment. Those who have watched the M€W_ activities from the proscription of ¢ s of avenci H. M. Stewart little « 
’ etal : ie lan | en i. ok groups of agencies. 
state commerce and that paying them $.E.U.A. case develop believe that At- the Sherman act but the length of time fio po. pee say WI 
° A . . ; t | tak t set th Bailev-Wal e nas been a Sec- y 
would subject the companies doing so to torney General Biddle would be too it, has taken to ge e batley-Walter SR RAGE + : matter 
| 1 1 J 3 bill this iii 1 thes to Oud vice-president since 1941 and since 
the risk of legal action by their stock- shrewd to ask for a comprehensive pro- ?! tis far along is clear evidence as to 1 1 Ere z : after | 
2 3 np x “lags inet gs a sndatory that date has been assisting Vice-presi- ai 
holders or policyholders. gram of federal supervision for fear of Wy the need for constant amendatory x : : disabil: 
‘die ee sree Ae sore legislat : Jesirable. ; dent H. B. Sutphen, whom he succeeds 
At the recent meeting of the Ameri- intensifying the opposition and unifying ‘¢8!Slation 1s undesirable, le natural ; eye Seema : , deman' 
t r eeeene OF we 2 , gt ~ wae . Id ra in the general supervision of the indus- 
can Life Convention in Chicago George the commissioners and all branches of @Uestion arises, would a business man : ee econ as numbe 
: ; : ; wait “ 1 f trial agencies in United States and Can- 
E. Walton, title attorney for Metropoli- the insurance business but would be around a year or so for companies . . doctor’ 
; : : ! to get permission to provid dod ada. Mr. Sutphen has retired after 
tan Life, gave a carefully prepared paper content with a slight degree of regula- get pe sion to provide needed cov- more than 44 years of service with Pr Mr. 
in which he expressed the conviction tion, with the aim of getting this power ¢'@ge or would he hop a plane for Lon- dential : 7 real fie 
that the state premium tax laws, even further expanded later on and leaving don and buy it from the untrammeled ; = said tl 
those of the more than 20 states that im- the states completely out in the cold. — “a ere taal ‘ mentat 
pose a heavier levy upon foreign than ce _ the natural result of this situation, it ill wi The cc 
upon domestic insurers could not be suc- wont Rigid Mold is feared, would be to hamper the ex- Neel for Walter Bill th becaus 
cessfully challenged. That paper made Fire and casualty men who have pansion of the American insurance mar- or Without Amendments but he 
a profound impression. There are a studied the commissioners proposed leg- ket and reduce state and federal taxes be wii 
number of lawyers, however, who hold islation do not like the degree of federal generated by the insurance business. Commissioner Neel of Pennsylvania, “Tf t 
strongly to a contrary view and believe control that would be given under it. Howeyer, an even worse danger that in addressing the annual meeting of the | oomer 
\that tax laws differentiating between The most obvious fissure for entry of has been pointed out is that by prevent- Pennsylvania Fraternal Congress as- 
foreign and domestic companies could the federal control wedge is the point ing the American market from supply-  serted that the Walter bill to exempt in- Retent 
not possibly be sustained. They feel which would make boycott, coercion, or ing the needs that will surely develop in surance from the federal anti-trust laws a 
that Mr. Walton’s thesis has induced an intimidation subject to the Sherman act. the future the commissioners bill would does not fully cover the issues. Should that 
give the advocates of state socialism an it be passed in its present form, even- -_* 
opportunity of arguing that since pri- tually additional legislation must also regi 
vate enterprise cannot provide the nec- be passed. It would be desirable to o the 
essary facilities the goverment should amend it now to include the program as ¥ vl 
sell the needed coverages. adopted by the executive committee of deci $ 
Commissioner Harrington of Massa- the National Association of Insurance want. | 
chusetts in addressing the Mutual Insur- Commissioners. he sai 
ance Agents Association of New Eng- However, the passage of this bill—if pretty 
land at Boston Saturday stated that he possible to amend or if it cannot be so decidir 
had just returned from Washington, amended at this time, then in its present the in 
where he spent three days conferring form—is imperative. The passage of of ope 
with senators and representatives along the bill with the proposed amendments there 
with Newell Johnson. They got the will do the complete job—but if it can- respec! 
impression, he stated, that if any insur- not be.amended at this time, then its similar 
ance legislation is to pass during the passage in its present form is desirable come 
present session it must be free from con- and is a definite step in the right direc- wheel 
troversy. Mr. Harrington expressed the tion. Additional legislation then could In r 
conviction that the insurance commis- follow, thus fully completing the job of employ 
sioners’ proposal constitutes compre- restoring exclusive state supervision. attorn 
hensive legislation that will preserve has at 
state supervision of insurance if that £ of the 
can be done by Congressional enact- Newark Trust Council to Elect of the: 
ment. He urged the mutual agents The Life Insurance & Trust Council others 
association unequivocally to support = of North Jersey will hold its annual No Ce 
ee . insurance commissioners’ program be- meeting Jan. 18 in Newark. 
The Two Family Pictures cause “it has been prepared by public * oe Peis k Mr. 
officials with due regard for the proper ae ae his cot 
One day a man proudly showed a visitor a picture of his fine a ‘si the business = — re- _— — re to vote upon it He | ability 
; i ; , s gard for the interests of the public. . .” charged that the commissioners’ plan is pender 
family. “Let me draw you a very different picture,” s said the At the same meeting, Roger Kenney, complex and hastily conceived and the. co 
visitor. “It may amaze you. How would your family support insurance editor of the “United States doomed to failure. He declared that the could 
themselves through the years—without you to help them? Investor,” denounced the insurance com- provision for total exclusion from the said tl 
This picture tells you. Here is your oldest boy about to enter missioners’ bill. He charged that the Sherman act until July 1, 1948 and par- ered t 
te ii ‘ee ca Be Read ah Bink eens commissioners’ association threw the tial exemption thereafter is inconsistent. den & 
college. Look—how their income ere een ay bill into the congressional hopper before If total exclusion is right at one time it ak th 
instant they need more moncy. “But,” the man told the the general membership of the associ- is right at another, he contended. connec 
visitor, “I had planned it all so carefully! Can I change this additio 
Z teres - ay PE ae mesmo N: a Se aircaecsteerscpnepcabsiasaesened 
unfortunate picture?” “Yes, indeed!” replied the visitor, who a it 
was a life insurance agent. “But let’s not call it an unfortunate would 
picture. It shows you the mistakes of the future—in time to for over 7 W ENTY YEARS = bi 
correct them now. This ‘Analagraph’ picture is the luckiest one ] = if ; , Sp 
Wi ve specialized in t ) Plied 
you may ever see. Since, from it, I can now draw you a © Na p a ed n © reproduction of | sort w 
changed picture. And a brighter one!” Again the man was | Tank 
amazed. This time, because he saw clearly the future he 
might readily provide. of Tr 
SOAS & : oan ee | pany 1 
QUESTION: Which life insurance company analyzes and eds contra 
pictures a family’s future by the Analagraph? by the Offset Printing Process tional 
as wel 
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Buyer, Seller Give 
Viewpoint on Group 
Disability Cover 


In a panel discussion of group dis- 
ability insurance from the standpoint of 
both the buyer and the seller of that 
form of protection before the Chicago 
Accident & Health Association, D. L. 
Powell, insurance manager of United 
States Gypsum Company, took up what 
the employes as well as the employers 
want in group coverage. So far as there 
has been any expression along that line, 
he said, it has been concerned mainly 
with medical expense coverage. He 
commented that there is really very 
little opportunity for the employes to 
say what they want, as it usually is a 
matter of “take it or leave it.”” However, 
after they have had experience with 
disability insurance, there is a growing 
demand and appreciation for it and a 
number have asked him: “What about 
doctor’s bills?” 

Mr. Powell believes that there is a 
real field for this form of protection and 
said that there has been some experi- 
mentation with it on the west coast. 
The companies are shying away from it 
because of bad initial experience, he said, 
but he expressed the belief that it could 
be written, with a good deductible. 

“If the companies don’t do it, the gov- 
ernment will,” he declared. 


Retention Deciding Factor 


In regard to the employers, he said 
that at the outset they usually are no 
more aware than the employe as to what 
is the best coverage. They look over 
what the companies have developed and 
decide on what portions of that they 
want. As to the choice of companies 
he said that the coverage has been 
pretty well standardized and that the 
deciding factor usually is the amount of 
the insurer’s retention for the expense 
of operating the plan. He declared that 
there is an amazing difference in that 
respect as regards similar groups, with 
similar conditions, and said he had about 
come to the conclusion that “it is the 
wheel that squeaks that gets the grease.” 

In regard to the wording of contracts, 
employers usually rely largely on their 
attorneys, but he said that his company 
has attempted to simplify the provisions 
of the contract wherever possible. Some 
of them are required by the states but 
others are open to some flexibility. 


No Cost to Company 


Mr. Powell had said in his talk that 
his company had all forms of group dis- 
ability available except surgical for de- 
pendents, and had dropped that because 
the cost was more than the employes 
could stand. In reply to a question, he 
said that the dividends ordinarily cov- 
ered the corporation’s entire contribu- 
tion to the cost of the group insurance 
and there actually is no cost to it. In 
connection with his suggestion for the 
addition of medical expense coverage, he 
was then asked whether the corporation 
would take care of that, inasmuch as 
the surgical for dependents was found 
too expensive for the employes. He re- 
plied as far as he knew nothing of the 
sort was contemplated. 


Tank Gives Company Angle 


E. S. Tank, regional group supervisor 
of Travelers, who presented the com- 
Pany viewpoint, emphasized that group 
contracts must be formulated on a na- 
tional basis, to meet the needs of small 
as well as large groups, and that it is 
not possible to construct a separate con- 
tract for each individual employer. He 
said that when a man starts out to buy 
an automobile, he picks out the car that 
he likes and the one he thinks is the 
best buy on the market and does not 
try to tell the automobile manufacturer 
Just how the car should be constructed. 

He said the buying of group insurance 
must he considered as a_ personnel 
Problem as well as a_ strictly busi- 


lane Post as 
U.S. Chamber 


Insurance Head 


WASHINGTON—Paul L. Hardesty 
announces his retirement as manager of 
the insurance department of the U. S. 
Chamber of Commerce in order to re- 
enter private industry. He will start 
immediately on a long-deferred vaca- 
tion, and upon its completion will en- 
ter upon his new duties. 

Mr. Hardesty was appointed to the 
chamber’s insurance department in 1941, 
and assumed the managership in 1942. 

Resignation of Mr. Hardesty leaves 
E. L. Hilton acting and in charge. Hail- 
ing from Des Moines, Mr. Hilton was 
formerly with the Iowa insurance de- 
partment. He came to the chamber 
from Commercial Credit insurance fleet. 
He was also connected with Employers 
Mutual Casualty and engaged in law 
practice. 

Mr. Hilton has been with the U. S. 
Chamber several years and is thor- 
oughly familiar with the insurance pic- 
ture here and elsewhere, with particular 
reference to legislative, departmental 
and administrative activities affecting the 
industry. 





Mutual Life October Leaders 


The San Francisco agency of Mutual 
Life led the company in life insurance 
written and the Oakland and Des 
Moines agencies were tied for first place 
in number of policies sold during Oc- 
tober. G. W. Hay is manager at San 
Francisco; A. C. Nelson at Oakland and 
T. B. Read at Des Moines. 





Shapiro Elected in Rochester 


Milton Shapiro was elected president 
of the Rochester, N. Y., C. L. U. chap- 
ter. W. Russell Forth is vice-president; 
W. Edward Howard, secretary; Richard 
S. Pomeroy, treasurer, and John C. 
Post, historian. 

Miss Ellen Putnam, National Life, 
Vt., reported that the educational com- 
mittee is conducting classes in funda- 
mentals and law and taxes. 








ness transaction. In that connection he 
mentioned the situation that had arisen 
when the labor unions entered the pic- 
ture and said that when the union is 
a factor in the negotiations, the employe 
finds out what he wants. 


Development of Line Revealed 


He reviewed the development of group 
disability insurance, including the trend 
toward too great liberality in the ’20s, 


‘such as making sickness benefits retro- 


active after the employe had been dis- 
abled for a certain length of time, and 
the big increase in claims which re- 
sulted. In that connection he cited the 
study made by General Motors, which 
has been presented before several insur- 
ance organizations by Andrew T. Court 
of that company. He also pointed to 
the difference between base pay and 
take-home pay, after deductions have 
been made for income tax, social secur- 
ity, bond purchases, etc., as a factor 
which makes it dangerous to provide in 
benefits too large a percentage of the 
base pay. 


Matter of Retention 


On the matter of the retention, he 
pointed out that the expense of handling 
a group of 1,000 where benefits of $30 
per week were provided would be the 
same as for one of the same number 
with provisions for $15 per week, but 
the percentage would be only one-half 
as large. He also said a distinction must 
be made between a group where the 
loss ratio was consistently around 50% 
throughout the year and one where the 
average for the year might be 50%, but 
with the losses on a constantly ascend- 
ing scale, running much higher than 
that at the end of the vear. 




















THOSE HANDS THAT 
ROCK THE CRADLE 


They're doing double duty now, 
for women of America, thousands 
of them mothers, have taken over 
industrial jobs to release man- 
power necessary to our war-win- 
ning effort. 


However, the need for protection 
of such women, whether married 
or single, still persists. 


The Prudential, aware of this 
truth, has made available for its 
representatives a folder of ques- 
tions (and answers) to interest 
women in the subject of life insur- 
ance. 
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a life insurance company distinguished by 
the character and ability of the men and 
women comprising its field organization... 


and by the integrity of its management. 
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We, the officers and personnel of the Friendly 
Company, give thanks for the “Stars and Stripes” 
and for the privilege of protecting that flag with 
our all. 


When our forefathers bequeathed the stripes 
and thirteen stars to us, they gave us a very real 
possession — FREEDOM — a possession to be 
envied, treasured, guarded and worked for—a gift 
to all our people that must never be allowed to 
die out. 











That is our task and we thank God that we 
have been given the ability to fulfill it. We, with 
each and every American, pledge ourselves to pre- 
serve that freedom and in doing so, preserve the 
right of opportunity for all—the right to progress 
and grow and live in real freedom. 


PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 


FRANKFORT INDIANA 
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(CONTINUED 


New Canniiittwes 


FROM PAGE 3) 





for either (a) three consecutive years, or 
(b) four years out of five consecutive 
years. An applicant for life membership 
shall be a qualifying member during 
the first year for which life membership 
shall be approved. Should a life mem- 
ber not renew his membership for three 
consecutive years, he shall cease to be 
eligible for membership of any kind un- 
less, and until, he again complies with 
the provisions of paragraph (5) hereof. 

(7) Each applicant for life and quali- 
fying membership shall also establish 
the fact that he is entitled to a qualify- 
ing membership in accordance with para- 
graph (5) hereof and that he is entitled 
to a life membership in accordance with 
paragraph (6) hereof. 

(8) Each application for membership 
shall be accompanied by a check for the 
payment of dues for a term of one year. 

9) No applicant shall be granted 
membership of any kind by any execu- 
tive committee for any years other than 
the year during which it holds office. 


Members in Armed Forces 


(10) Each member who enters the 
armed forces or who engages in any 
other service deemed by the executive 
committee to be vital to the war effort, 
shall become an inactive member in war 
service and shall pay no dues or assess- 
ments for the period of such service ex- 
cept for the first year of qualifying 
membership. The period of time spent 
in such war service shall be omitted 
from all calculations of time required to 
be made hereunder. 

(11) The membership of any member 
whose membership in a local association 
of the National Association of Life Un- 
derwriters has been revoked or termi- 
nated shall automatically terminate. 

(12) When an applicant applies for 
qualifying membership for the first time, 
he shall submit (with his application) 
letters from two members, at least one 


of whom shall be a life or life and 
qualifying member. Such letters shall 
recommend the applicant for member- 


ship and state such facts concerning the 
business and professional conduct of the 
applicant as may assist the executive 
committee in considering the application. 

(13) No member shall join any group 
or organization which shall use _ the 
words “Million Dollar Round Table,” or 
any combination thereof, or any insignia 
adopted by this organization. The mem- 
bership of any member violating this 
provision shall automatically terminate. 


Provisions of Article 5 


Article V provides: 

For the purpose of attaining qualify- 
ing membership in the organization, an 
applicant shall be allowed credit in ac- 
cordance with the provisions of this 
article. 

(1) Regular single and annual pre- 
mium life insurance policies shall count 
at the face value thereof, except as fol- 
lows: 

(a) All regular policies (with or with- 
out life insurance) which mature at age 
70, or earlier, to provide retirement in- 
comes shall count as provided in para- 
graph (3) hereof; 

(b) In addition to the credit which 
shall be given under the applicable pro- 
visions of this article for the face value 
of the basic coverage, all types of 
“family income” or “family maintenance” 
or similar policies or riders shall count 
as $1,000 per $10 monthly income pro- 
vided thereby. 

(c) Conversions from term insurance 
policies to all permanent plans of single 
and annual premium life insurance poli- 
cies shall count at face value, regardless 
of the effective date of the conversions, 
but no credit shall be given unless the 
conversions occurred after the term poli- 
cies had been in force at least 12 months. 
In case of conversion of the term insur- 
ance portion of a “family income” or 
“family maintenance” policy before such 
policy has been in force 12 months, credit 
shall be given only for the difference, 
if any, between the credit allowed under 
(b) hereof for the original policy and 
the total amount of permanent insurance 
in force 12 months after the original 
date of issue. 


Single Premium Annuity 


(2) Single premium annuity policies of 
all types shall count at 1% times the 
amount of the single premium. 

(3) All regular policies (with or with- 
out life insurance) which mature at age 
70, or earlier, to provide retirement in- 
comes shall count at the greater of 
either (a) the face value of such policies, 
or (b) 125 times the amount of monthly 
incomes provided by such policies at 
their stated maturity dates, without re- 
gard to the specific types of monthly 
incomes provided therein; provided, how- 
ever, that (a) in case a policy does not 
provide for a stated maturity date, the 
date on which monthly income payments 
will automatically commence (unless the 
insured/annuitant elects otherwise) shall 
be deemed to be the stated maturity date 

but, if there be no such date on which 
monthly income payments will automa- 
tically commence, age 65 (or the earliest 
age when monthly income payments may 





commence, if such age is later than age 
65) shall be deemed to be the stated ma- 
turity date, and (b) in case a policy 
does not provide for a specific type of 
monthly income, the 10 year certain and 
continuous option rate shall be used, 
and (c) the sex of the actual insured/an- 
nuitant shall be used in every case. 


Weighing Group Life 


(4) The following types of policies or 
business shall count on the basis of 
$1,000 credit for each $15 of net first 
year commissions actually received: 

(a) Group life insurance (both increas- 
ing and level premium), group accidenta] 
death and dismemberment insurance, 
group annuities and all policies and/or 
certificates issued under rules (appli- 
cable to underwriting procedure, etc.) 
which have the essential. characteristics 
of rules applicable to group contracts; 

(b) Conversions from retirement an- 
nuities or other permanent plans to all 
permanent plans of single and annual 
premium life insurance, but only com- 
missions directly attributable to such 
conversions shall count and no credit 
shall be given unless the conversions oc- 
curred after the retirement annuities 
or other permanent plans had been in 
force at least 12 months; 

(c) All regular policies (with or with- 
out life insurance) which mature at age 
71, or later, to provide retirement in- 
comes; 

(d) Survivorship annuity policies or 
riders; 

(e) Term insurance policies which are 
renewed; 

(f) All types of policies or business 
not specifically mentioned hereinabove, 

(5) On joint or partnership business, 
or on brokerage business placed in thé 
name of an applicant by another under- 
writer, credit shall be given only for 
that proportion of the business for 
which an applicant has actually received 
and retained, or is entitled to receive and 
retain, the full first year and renewal 
commissions. It is the intent of this 
paragraph that credit shall be given only 
as provided in the preceding sentence in 
the event any payment or payments 
shall have been made by the applicant 
to an individual or other entity not an 
underwriter if such payment or pay- 
ments shall have the characteristics of 
a direct or indirect payment of a portion 
of first-year and renewal commissions. 

(6) No credit shall be given for acci- 
dent, health and hospitalization business 
written individually or on a group basis 
by separate contract or by a combination 
contract. 

(7) No credit shall be allowed for any 


business which has been used in any 
previous qualification period. 
(8) Business, to be credited, shall be 


paid for during a qualification period 
which shall consist of any period of 
twelve consecutive months, or less, end- 
ing on any date whatever between Dec. 
31 of the preceding year and June 30 of 
the year in which membership is sought, 
both dates inclusive. Business shall be 
considered to have been paid for as of 
the date when the coverage first became 
fully effective with home office approval 
from the standpoint of payment of a 
claim (regardless of company practice or 
the distance between home and _ field 
offices) but no credit shall be allowed 
until the home office has finally accepted 
the premium (without agreement to re- 
fund all, or substantially all, thereof) 
‘and first year commissions have become 
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payable without any right reserved to 
the insurance company to recover same. 

(9) No applicant shall be eligible for 
membership unless he has paid for a 
minimum of 10 lives and five separate 
cases. For the purpose hereof, a group 
policy or an employes’ trust or plan 
shall count as one case (subject to divi- 
sion on the same basis as credit for the 
business itself) but, if the essential char- 
acteristics of new business are present, 
each group of employes becoming elig- 
ible on the annual anniversary date shall 
count as such a separate case. 

(10) Business shall not count if the 
only interest of the applicant in such 
business is in the form of over-riding 
commissions or the equivalent. Further- 
more, the proportion of the business for 
which an applicant shall receive credit 
shall not include any proportion based 
on over-riding commissions or the equiv- 
alent. 

(11) Credit shall be allowed for the 
business of an applicant for member- 
ship who resides outside the United 
States and its territories but all such 
business shall be converted to U. S. dol- 
lars on the basis of the mean rate of 
exchange ruling on Dec. 31 of the pre- 
ceding year; provided, however, that no 
such adjustments shall be made in the 
case of Canadian business. 


District of Columbia Bill 
Introduced in Senate 


WASHINGTON—The proposed new 
District of Columbia life insurance bill 
offered in the House last summer by 
Representative Lesinski has only just 
been introduced in the Senate by Bilbo 
of Mississippi, chairman of the District 
of Columbia committee. 

The bill, said to be agreeable to life 
companies doing business here, revises 
the old life law in a number of respects. 
Under the bill the superintendent of in- 
surance could impose a fine of $200 for 
petty violations of the insurance code 
and regulations in lieu of the existing 
drastic penalty of revocation or suspen- 
sion of license. In this respect the life 
bill is similar to the new District fire 
insurance law. 

The life bill also provides standards 
for industrial insurance policies and 
makes a number of other changes, in- 
cluding a requirement that domestic 
mutual companies shall each maintain 
at all times a surplus of at least $150,- 
00. Officials say such companies already 
have more than that surplus. 

Congressional consideration of the 
D.C. life insurance bill is not expected 
at this session, which will end in De- 
cember. The matter will then be sub- 
ject to be taken up again denovo after 
the 79th Congress comes in Jan. 3. The 
present bills will die with this year and 
to secure consideration thereafter it 
would be necessary for them to be rein- 
troduced in the new Congress, again at 
the renewed request of the District of 
Columbia commissioners, on the rec- 
ommendation of Albert Jordan, superin- 
tendent of insurance. 


Manual Burke Honored 


Manual Burke, supervisor of the O. R. 
McAtee agency of San Antonio, was 
awarded the president’s cup as Republic 
National Life’s most valuable agent for 
1944, on the basis of production, per- 
sistency, size of policy and other factors. 


Dineen Gets 15-Day Extension 


NEW YORK—A 15-day extension 
has been granted for the filing of 
Superintendent Dineen’s reply to the 
suit brought in New York supreme court 
by Charles Mendola, “membership coun- 
sellor” of American Farmers of Phoenix, 
Ariz., to have the New York licensing 
law set aside as unduly burdening inter- 
state commerce. The New York super- 
intendent’s answer was called for within 
20 days, which meant that Tuesday of 
this week was the deadline. The ex- 
tension gives him until Dec. 6. It was 
arranged through joint stipulation of 
Attorney General Goldstein, who is de- 
fending Mr. Dineen, and A. W. Arnold, 
Mr. Mendola’s attorney. 


Clarence O. Gardner, Jr., has joined 
the home office staff of Republic Na- 
tional Life. He has been assistant man- 
ager of the Oak Cliff branch of the 
Dallas Power & Light Company. 


Part-Time Agents 
and Restrictive Law 
Being}Discussed 


The question arose at the annual 
meeting of the Illinois Association of 
Insurance Agents in the discussion of 
strengthening the agents and brokers 
qualification license law as to how far 
the producer should go in attempting to 
introduce more restrictions regarding 
part-time people. In many cases the part- 
timer is regarded as more or less of a 
nuisance, as he nips off buds and snipes 
business here and there. Usually he has 
but few qualifications that would enable 
him to give accurate insurance advice. 

It was felt by some that in Illinois 
sufficient amendment should be made to 
the license law to make it more difficult 
for the part-timer to get a license. In 
the discussion the point was made that 
the producing forces could not afford to 
go too far, especially after the U. S. Su- 
preme Court decision as to whether in- 
surance was commerce or not. Any ef- 
fort to establish measures that would 
make it exceedingly difficult for part- 
timers to operate, it was said, would be 
a mistake. It would be looked upon by 
the legislators as an effort to keep men 
out of business by legislation when they 
might be qualified to do business in a 
thoroughgoing way. 


Parley on N. Y. 
Health Cover 


NEW YORK-—Spokesmen for Mayor 
LaGuardia’s health insurance plan and 
cepresentatives of the medical societies 
of the five counties of New York City 
and that of Westchester county engaged 
in what was officially described as “an 
encouraging exchange of views” at a 
closed conference here this week. An- 
other meeting will be held Dec. 1. 

The organized doctors and the mayor 
have been at odds over the top income 
of those to be covered by the plan, the 
practicability of adding home and of- 
fice medical care to the in-hospital cov- 
erage, and whether physicians or lay- 
men will control the plan. The mayor’s 
plan makes families with incomes up to 
$5,000 eligible. The doctors want a 
$2,500 ceiling. 


Doctors Appeal to Labor 


The New York County Medical So- 
ciety, in its publication issued this week, 
appealed in an editorial to organized 
labor to cooperate with organized medi- 
cine in “constructive action” on health 
planning and called for “bold and deter- 
mined experimentation in medical eco- 
nomics” in order to “avoid a federal 
strait-jacket over medical practice.” 

The doctors are unalterably opposed 
to compulsory medical care insurance of 
the type contemplated in the Waener- 
Murray-Dingell bill and the New York 
County Society’s appeal is obviously 
aimed at wooing the labor leaders away 
from the bill. Both the A.F. of L. and 
the C.I.O. were enthusiastic for the bill 
but there has been some cooling off. 
Labor leaders seem to be becoming 
more mindful of their responsibility to 
the general public and to be reluctant to 
accept the possible onus of having 
saddled the country with a measure 
that has as many “bugs” in it as the 
Wagner-Murray-Dingell bill. 





ODT Cites Cancellations 


WASHINGTON: — ODT has an- 
nounced that the following conventions 
have recently been canceled in coopera- 
tion with the government campaign for 
“curtailment of non-war connected 
travel”: 

Association of Life Agency Officers; 
Mutual Life, regional meetings, Atlanta 
and New York; New York Life, annual 
and regional meetings; Sales Research 
Bureau. 





pay for life insurance. 








With high taxes, in- 
creased living costs and 
a ceiling on wages and 
salaries, enough money 
can still be saved to 
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right is one of a strong 
series running in news- 
papers to assist Great- 
West Life representa- 
tives towards this end. 
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EDITORIAL COMMENT 





Full Appreciation for Volunteer Workers 


During the stress of war when every- 
one is pressed for time and office help 
is at a premium, many of us fail to ap- 
preciate fully the efforts of the volun- 
teer workers who are doing so much 
to strengthen the business through asso- 
ciation activities. 

Many of these men are not only sac- 
rificing their leisure but they are con- 
tributing working time and energy at a 
moment when business conditions are 
so favorable that it is tempting to take 
advantage of every opportunity for self- 
gain. 

Just as the arm chair strategists and 
the grandstand quarterback in war and 


sports become irksome, so do the snip- 
ers who sit on the sidelines and criticise 
the association worker. Those who are 
experienced in service group work 
know that the best way to silence critics 
is to give them a job to do, but too 
often they are “too busy” to undertake 
constructive responsibilities. 

In the insurance business the volun- 
teer worker deserves real appreciation. 
His job is not all glories. There is tedi- 
ous work and frustration in overcoming 
human inertia. He needs encourage- 
ment and should have our appreciation 
for doing a job which needs to be done 
for the institution. 


Present Men Keeping Up Pace 


One of the most important duties of 
those supervising life insurance produc- 
tion will be to keep the machinery in 
motion that was speeded up when the 
war came and so many younger agents 
went into the service. That meant the 
rehabilitation, the rejuvenation of men 
in the agency, many of whom had not 
felt it mecessary to accelerate their 
pace. They had gone along in a rather 
quiet, uneventful way but with the 
younger men called to the colors man- 
agers made a special appeal to those left 
behind to redouble their efforts. The 
results have been most gratifying. Many 
men who were small producers have be- 
come big ones. They have revamped 
their procedure, modernized their meth- 


ods,. increased their speed. They re- 


Shift to the Insurance 


Men who are creating estates and en- 
deavoring to provide for their de- 
pendents in a comfortable way are con- 
fronted with very serious problems these 
days. The average man will invest in 
life insurance and also have stocks, 
bonds, mortgages and probably real es- 
tate. He finds that his income tax has 
moved upward so that if he is in the 


higher brackets there is a very sharp 
upsurge with the higher percentages 
“applied. Now he cannot invest in any 


standard security and get a rate of yield 
that he did in the past. Government se- 
curities are yielding 21%4%. He _ has 
figured on his life insurance plus his 
income from other sources to carry his 
dependents along. Now with the re- 
duction in the yield of what might be 
called his “terminal income” he is put 
to it to arrange a program that will 
be satisfactory. He cannot find an in- 


turned to school and learned new meth- 
ods. Many have surprised themselves 
with what they have accomplished. 

The duty of supervisors now will be 
to keep these men who have made such 
splendid records during the war con- 
tinue in their new paths. Most of them 
will desire to do so without any spurring 
because their income has greatly in- 
creased and that has been encouraging. 
Now that they have become accustomed 
to a new pace they will keep it up. 
Others probably will tend to fall back in 
the procession. Those having to do 
with supervision therefore will now be- 
gin to study the best methods of keep- 
ing these agents in the front lines so 
that there will be no retreats when the 
younger men come home. 


Side 


vestment that will yield sufficient to 
meet the program that he has established 
in the past. His life insurance is secure 
and he arranges for his monthly income 
from it. 

Many men in going over their af- 
fairs have become convinced that it will 
be necessary to shift some of their prin- 
cipal to the life insurance side. They 
will feel that it is incumbent upon them 
to liquidate some of their investments 
and purchase life insurance which still 
gives a fairly good yield. At least the 
life insurance income is secure and con- 
tinuous. The income on his other se- 
curities especially what he is buying to- 
day is not sufficient to meet the de- 
mands. His old program is dislocated. 

We predict that we will see a constant 
shifting of the principal of investments 
to life insurance. 


A policyholder has calculated very 





carefully the minimum income that will 
be required to maintain his dependency 
and carry out the program that he has 
fixed. He based his calculations on 
earnings and conditions of some years 
ago. The income tax was not nearly 
so devastating nor were the yields on 


non-insurance investments so greatly re- 
duced. 

It seems therefore that the picture has 
changed radically. To obtain the same 
minimum income he will be required to 
do some shifting. Life insurance re- 
mains just about as it was. 














PERSONAL SIDE OF THE BUSINESS 





Four Mutual Benefit H.& A.and United 
Benefit Life men, L. J. Marcotte, gen- 
eral agent in Omaha; John Moran, as- 
sistant chief underwriter at the home 
office; C. L. Gurney, Cincinnati man- 
ager, and H. F. Swisher, Columbus gen- 
eral agent, have returned from a hunt- 
ing trip near Gillarney, Ont. They 
bagged four bucks and a doe. 

Alfred Guay, Los Angeles general 
agent of Ohio State Life, is leading all 
agents of the company in the campaign 
which the field force is putting on in 
honor of President Claris Adams. He 
has written $368,000 of insurance in the 
last two months. Long one of the com- 
pany’s leaders, Mr. Guay is now break- 
ing his own records. 

Clarence H. Berson, Jr., assistant sec- 
retary of National Life & Accident, was 
married to Miss Frances B. Keith. Ed- 
win W. Craig, Jesse E. Wills, Nathan 
Craig and E. B. Stevenson, all of Na- 
tional L. & A., were members of the 
wedding party. 

C. A. Craig, chairman of National Life 
& Accident, has been appointed on a 
three-man committee to direct a drive 
for a $1,000,000 endowment fund for the 
Vanderbilt University law school. 

Howard Hall, superintendent of agents 
of Woodmen Accident and Woodmen 
Central Life of Lincoln, Neb., and 
Eugenia Nell Burnett of the accounting 
department of those companies were 
married at Trinity Methodist Church at 
Lincoln. They went to California on 
their wedding trip. 

Erwin S. Maurer, superintendent of 
Prudential’s Omaha 2 district, has com- 
pleted 25 years with the company. He 
started at Milwaukee and was trans- 
ferred to take charge of the Omaha dis- 
trict in ) 19% 32. 


“DEATHS” 


Veteran General Agent 
of N. W. Mutual Dies 


Ralph M. Hamburger, general agent 
of Northwestern Mutual Life in Minne- 
apolis for 26 years, died suddenly fol- 
lowing a, heart attack while at lunch. 
He had been in life insurance work 36 
years, starting as a special agent of 
Northwestern Mutual in Chicago in 
1908, and went to Minneapolis in 1918 





to become a partner in the general 
agency of Kaufmann, Hamburger & 
Kaufmann. At the death of the senior 


Kaufmann in 1924, the agency became 
Hamburger & Kaufmann and Mr. Ham- 
burger was made sole general agent in 
1931. 

The Hamburger general agency has 
long been one of Northwestern Mu- 
tual’s leaders. Mr. Hamburger inducted 
many topnotch producers into the busi- 
ness and his agents have been consist- 


ent prize winners. He was.a past presi- 
dent of the Northwestern Mutual Gen- 
eral Agents Association and the North- 
western Mutual Association of Agents 
and had spoken on many occasions be- 
fore the Northwestern Mutual agents 





RALPH M. HAMBURGER 


and at local, state and National associa- 
tion meetings. 
President M. J. Cleary, Vice-president 


Edmund Fitzgerald and Grant L. Hill, 


director of agencies, attended the 
funeral. Among the company’s general 


agents present were W. C. Dunbar, Du- 


luth; S. A. Erickson, Mankato; Warren 
Lundgren, St. Paul; M. A. Carroll, 
Oshkosh; Harry French, Madison, Wis., 
and R. H. Pickford, Cedar Rapids, Ia. 


Harris G. Greene, 49, associate gen- 
eral agent of Penn Mutual Life at Fort 
Dodge, Ia., died at his home. He had 
been treasurer of the Webster County 
Red Cross chapter for 25 years. 

Dr. Herbert Davis, for many years 
medical examiner in St. Paul for North- 
western Mutual Life, died there. 

James E. Buck, veteran district agent 
ef Milton Koch’s southern and western 
Nebraska agency of Northwestern Mu- 
tual Life at Grand Island, died there 
from a heart attack. He had been in 
ill health for several years. 

H. F. Bennyhoff, 47, district manager 
of Great-West Life at Decatur, III., died 
as the result of an automobile accident. 
Mr. Bennyhoff, a graduate of the Uni- 
versity of Illinois, joined Great-West 
Life in 1925 and after being supervisor 
at Peoria was appointed district man- 
ager at Decatur in 1935. 

Joseph B. Lusch, 46, assistant liqui- 
dator of the California insurance de- 
partment since 1933, died at San Fran- 
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cisco following a heart attack. Previous 
to his connection with the department 
he was with Union Indemnity when that 
company went into receivership. 

J. Claude Keiper, 75, a director of 
Acacia Mutual Life and since 1929 a 
member of the executive committee, 
| died in Washington, D. C., after a pro- 
longed illness. Born in Pennsylvania, 
he went to Washington 54 years ago. 





He was connected with the army 
adjutant general’s office during the 
Spanish war and the first world war. 
He was prominently identified with 


Masonry and had been since 1921 sec- 
retary-treasurer of the George Wash- 
ington Masonic National Memorial As- 
sociation. He was grand secretary of 
the grand lodge of Masons and grand 
chapter Royal Arch Masons; grand 
recorder of grand commandery Knights 
Templar; grand United States sovereign 
of the Red Cross of Constantine. 
Ernest F. Stauff, 65, assistant man- 
ager of Prudential in Jackson, Mich., 
1928-1938, died there. He was with the 
Lansing office from 1938 until his re- 
tirement in 1942, returning to Jackson 
at that time. 





CHANGES 


Marquis Takes Field Post 
with Morgan Jones & Co. 


Don L. Marquis, assistant superin- 
tendent of agents of Central Life of 
Illinois, who also for three years has 
been agency director of the associated 
Plain Dealers Mutual Casualty of Chi- 
cago, is resigning as of Jan. 1 to go with 
Morgan Jones & Co. of Elgin, Ill., as 
field superintendent. He will establish 
several branch offices and develop a 
sales plant. Morgan Jones has been sell- 
ing by mail and radio, mainly accident 
and health and hospitalization coverage. 
It is the plan to issue new contracts in 
Federal Life & Casualty of Detroit and 
possibly other companies. 











Simpkins Moved to Chicago 


Dale A. Simpkins, agency organizer 
of New York Life at Rockford, Ill., has 
been transferred to Chicago in the same 
capacity in the northern Illinois branch, 
of which W. E. North is agency direc- 
tor. He started with New York Life 
at Milwaukee in 1939 and has had fine 
success at Rockford, being 10th among 
agency organizers in the country this 
year. The northern Illinois branch has 
exceeded its top allotment by 15% and 
it is expected will pay for about $4,- 
000,000 this year. 





Erdmier Named at Freeport 


_American Mutual Life has appointed 
stover H, Erdmier general agent at 
Freeport, Ill. He has been a resident of 
Freeport for 20 years and for 14 years 
has operated a general insurance agency 





Comm. Danforth M. Baker, Jr., who 
has been in the southwest Pacific for 
,two years and now in command of a 
‘fleet of L.S.T. boats, has been awarded 
the Legion of Merit. He is a son of 
the late Danforth M. Baker, former 
vice-president Pacific Mutual Life, and 
formerly was with that company. 

Clyde H. Fuller, a leading producer in 
‘the Stamm agency of Northwestern 
} Mutual Life in Milwaukee before enter- 
Ing service, has been promoted to lieu- 
tenant colonel. He has been with the 
%h tactical air command fighter group 
In Belgium. 

Capt. William J. Williams, who in 
Private life is a vice-president of West- 
ern & Southern Life, was recently in- 
jured in an accident at an advanced 
ar base and underwent an operation 
at a base hospital. He is now on the 
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MANAGERS 


Steger Heads St. Paul Managers 


The St. Paul Managers & General 
Agents Association has elected these 
officers: President, John J. Steger, Massa- 
chusetts Mutual; vice presidents, John 
P. Lynch, John Hancock, and L. P. 
Asbury, Aetna Life; secretary-treasurer, 
Joseph Swearingen, John Hancock. 














Recruiting San Francisco Topic 


“Recruiting” will be the topic of the 
San Francisco General Agents & Man- 
agers Association Nov. 27. E. E. Keller, 
Reliance Life, is chairman, with H. 
Kenneth Cassidy, Pacific Mutual, and 
V. Webner Wiedemann, Equitable of 
Iowa, as speakers. 





Propose Oregon Round Table 


Direetors of the Oregon Life Man- 
agers Association have recommended 
that the association sponsor the organ- 
ization of the Oregon Quarter Million 
Dollar Round Table, qualification for 
which will be the calendar year of 1944. 
The directors have set up qualifications 
for membership. 

The Managers Association will hold 
its annual Christmas party, Dec. 18, at 
Portland. W. K. Hood is president. 





Life Insurance Education Topic 

George E. Roudebush, superintendent 
of schools of Columbus, will speak be- 
fore the Columbus Life Managers & 
General Agents, Nov. 28 on “How Can 
Our American Children Be Better Edu- 
cated as to the Value of Life Insur- 
ance.” Superintendents and principals 
of schools in Columbus and its suburbs 
have been invited. 





Nick Barack, Columbus recreation di- 
rector, was the speaker at the luncheon 
meeting of the Columbus Life Agency 
Cashiers Association, 


SALES MEETS 


John Hancock Indiana Parley 


The annual meeting of Indiana agents 
of John Hancock in Indianapolis cele- 
brated the 20th anniversary of Glenn 
Fateley, cashier, Indianapolis, and the 
10th anniversary of Clarence K. James, 
unit manager. Henry S. Stout, Day- 
ton, president of the John Hancock 
General Agents Association, spoke at a 
dinner meeting. 








Am. National Minn. Rally 


MINNEAPOLIS—Agents of Amer- 
ican National in the Minneapolis area 
were entertained at luncheon by State 
Manager R. W. Schweiger, with Ern- 
est Gutterson, superintendent of agents, 
as guest of honor and main speaker. 
He emphasized the asset value to the 
company of a consistent producer. He 
likewise stressed the importance of 
weekly production in presenting watches 
to William Rosenberg and John Don- 
lin, both of Minneapolis, who had com- 
pleted 208 weeks of consecutive weekly 
production. Mr. Gutterson also ex- 
plained the use of the new social secur- 
ity sales presentation which is being re- 
leased to agents by the company now. 








ttorneys General Weigh Issue 


OMAHA—W. C. Green, assistant at- 
torney general of Minnesota, called 
upon the National Association of At- 
torneys General at the convention here 
to endorse the insurance commissioners 
program of federal legislation. He gave 
an address, reviewing the history of the 
litigation and the deliberations of the 
state insurance officials. 


A 








That’s the Keystone... 


Because no two businesses are wholly alike, the key- 
stone of every Guardian Pension Plan is: “FIT 
THE PLAN TO THE BUSINESS.” 

In drafting pension proposals for your client or 


prospect, this means: 


The assistance of Guardian’s skilled 
Home Office pension specialists in the 
solution of pension problems. 


Individually tailored pension plans 
built to meet the specific needs of each 
particular business organization. 


A wide range of life insurance and an- 


nuity contracts—created eaclusively 


for pension use. 


By centering responsibility for the development of 
sound pension proposals upon the Home Office 
staff, the underwriter is free to continue his normal 
production and servicing of individual insurance. 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 


Home Office: New York City 
A Mutual Company Established 1860 


GUARDIAN OF AMERICAN FAMILIES FOR 84 YEARS 
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CAL-WESTERN’S 


New Agent’s Contract 
PROVIDES: 


@ E-x-t-r-a—life-time 
renewals with higher 
margins in second 
and third critical 
years. 


® E-x-t-r-a—higher 
commissions in first 
year. 


@ E-x-t-r-a—agent's 
retirement plan in 
addition to life-time 
renewals. 


@ E-x-t-r-a—cash bo- 
nuses for App-A- 
Week, Ten-A-Month, 
and Leading Produc- 
ers' Club member- 
ships. 

@ E-x-t-r-a —f ree 
group life insurance. 

@ E-x-t-r-a—g roup 
sickness, accident 
and hospitalization 
on a contributory 
plan. 

For the “E-x-t-r-a" 
in contract advan- 
tages it's 


CALIFORNIA-WESTERN 
STATES LIFE 
INSURANCE COMPANY 


Home Office:Sacramento 











NEWS OF LIFE ASSOCIATIONS 





Color in Selling Makes 
Job Interesting for Agent 


NEW YORK—Even if selling life in- 
surance in a colorful fashion doesn’t 
have any added ef- 
fect on the pros- 
pect, at_ least it 
makes the job in- 
teresting to the 
agent and takes the 
drudgery out of 
making a living, 
Newell C. Day, 
Davenport, Ia.,, 
general agent of 
Equitable Life of 
Iowa, told the New 
York City Life 
Underwriters Asso- 
ciation. 

The meeting was 
well attended and was the first to be 
held in the latter part of the afternoon, 
this time having been chosen as the 
most satisfactory as the result of a 
questionnaire. The program started 
promptly at 3:45 and ended several 
minutes in advance of the advertised 
quitting time, 4:45. Besides introduc- 
ing Mr. Day, President G. P. Shoe- 
maker, general agent of Provident Mu- 
tual, introduced H. N. Kuesel, manager 
of Phoenix Mutual Life, chief editor of 
the association’s organ, the “Bulletin,” 
and other members of the “Bulletin” 
staff. 

Mr. Day presented specific sales ideas 
which have worked for men in_ his 
agency. He claimed no novelty for 
them and said they were not original 
but they did sell life insurance. 





N. C. Day 





New Men in Business 


Give Sales Tips in Dallas 
DALLAS—Sales tips from Edgar J. 
Myers, Fort Worth, Southwestern Life, 
and H. R. Grobe, Houston, Great 
Southern Life, both comparatively new 
in life insurance but already veterans 
in production leadership were given to 
life underwriters of the Dallas Associa- 
tion of Life Underwriters. The program 
was presented by the Leaders Round 
Table of Texas and John Arden, Waxa- 


hachie, Southwestern Life, Leaders 
Round Table chairman, was master of 
ceremonies. 


Mr. Myers, an advertising executive 
for some 15 years before entering life 
insurance, told the life men they are ad- 
vertising every minute of the day, 
whether they know it or like it, by the 
way they dress, stand, conduct them- 
selves and the like. He said he is mak- 
ing effective use of advertising gadgets 
such as pencils and matches, which he 
described as good ice-breakers. 


Flowers to Parents of Babies 


He told of his practice of sending 
baskets of flowers to friends following 
the arrival of babies. Although he has 
not once made a life insurance solicita- 
tion after sending the flowers, he said, 
he has not failed yet to receive a call 
from the recipient of the flowers for the 
purchase of life insurance. He empha- 
sized that, regardless of how much ad- 
vertising the agent does, he still must 
get out and make the sale. 

Mr. Grobe, a former sports writer, 
said that he was used to making predic- 
tions and he forecast a great year for 
life insurance in 1945, when there will 
be as much money in circulation as now 
or maybe more. 

“The public is more sold than ever 
on life insurance, and the war has done 
more than anything else since social se- 
curity to advertise life insurance,” he 
said. “The end of the war will bring 
about a great many changes, but most 
of them will be favorable to life insur- 
ance.” 

He declared that a good time to get 
new business is when a death claim is 
paid. 


Younger Men Hold Key 
to Future, Palmer Says 


DETROIT—The nation’s hope for 
the solution of post-war problems lies 
in the aggressive and constructive think- 
ing of the younger business executives, 
H. B. Palmer, general agent of Mutual 
Benefit Life in Flint and immediate 
past president U. S. Junior Chamber of 
Commerce, declared in an address on 
“Ageressive Optimism” before the De- 
troit Life Underwriters Association. He 
said there has been too much talking 
and too little action by the older men. 
He urged insurance men to get together 
to solve their own problems rather than 
leaving them to Washington or to their 
companies. 

He listed as the seven principal attri- 
butes of success in life insurance, or in 
any other business: Imagination, the 
ability to get along with others, a sense 
of humor, public speaking ability, ruling 
one’s life by reason rather than by  feel- 
ings, the ability to do small things well 
and the realization that success is not 
a destination but a continuous journey. 
Young men are more likely to have most 
or all of these attributes than are the 
older men, he said, hence the premise 
that the hope for the post-war future 
lies in the constructive thinking and 
aggressive action of younger men. 

A. P. Johnson, manager Great-West 
Life and president of the Associated 
Life General Agents & Managers, which 
sponsored the program, and W. M. 
Milligan, program chairman of the man- 
agers’ association, were introduced. 
President L. L. Mackey, Home Life, 
appealed for more volunteers for the 
war loan drive. 





Panel Discussion on Sales 


Process Staged in Boston 


BOSTON—Five members of the Bos- 
ton Life Underwriters Association con- 
ducted a panel discussion, with 100 in at- 
tendance, at which time various vital 
processes of the business were brought 
out. The session was prepared by Man- 
ager Norman W. Rowley of Penn Mu- 
tual, with Howard Lilly of John Han- 
cock presiding. 

M. Eleanor Jackson, Union Central 
Life, discussed ‘Professional Aspects of 
Life Underwriting.” She advised sales- 
men not to pretend to know all there is 
to the business but to assume a profes- 
sional air and feel free to call in ex- 
perts on any angle where they are 
needed. Richard J. Munroe, Prudential, 
speaking on “Find Yourself,’ urged a 
realization that life men are engaged 
in a business which is the dominating 
stabilizing force in the American family 
and are selling something professional 
that has a universal appeal, makes 
friends for them and provides a liveli- 
hood. 

Edward R. Gargiulo, Metropolitan, 
spoke on “Planning Work and Responsi- 
bility for Policyholders.” He gets the 
greatest satisfaction out of serving the 
weekly premium class as those in the 
lower brackets have a greater need for 
insurance than those in the bigger in- 
come class. To him every man is a 
prospect and continues to be a prospect 
until he proves himself otherwise. Jo- 
seph Sosna, Metropolitan, illustrated 
“Approach” by telephone, by mail or 
personal appearance of the agent. He 
allows the prospect to sell himself by 
outlining his personal needs, then pre- 
sents a program to cover them as far 
as practical. A man is worth as much 
to his family as his expectancy multi- 
plied by his annual wages, or again he 
might be sold on a policy to keep his 
house rent paid for the remainder of the 
life of his family, or to pay off a mort- 
gage. 

Henry M. Stone, Columbian National 
Life, covered “Estate Analysis,” which 
he said is largely like programming, ex- 
cept the estate planning covers all a 











On March 20, 1928, the Bankers 
Life Company of Des Moines issued 
a $2,000 policy to a 48-year-old 
laborer, married, with one young 


child. 


In October, 1937, the insured left 
home, instructing his wife to look 
after his insurance; which she did. 
She heard from him, off and on, for 
two years, after which her letters to 
him were returned, unclaimed. In 
April, 1942, she wrote him in regard 
to their son graduating from High 
School. This letter, too, was returned, 
unclaimed. 


In April, 1944, the wife wrote the 
Bankers Life Company asking for 
help in locating her husband. The 
Bankers Life immediately went to 
work and having traced the various 
moves of the policyholder learned 
that a man of corresponding name 
had died in a West Coast Hospital 
June 16, 1942. 


Comparison of the signature of the 
dead man on the register of the hotel, 
in which he had lived for three years, 
with the signature on the application 
for the Bankers Life insurance, and 
identification of photographs of the 
policyholder by the hotel proprietor, 
completed the Death Claim. 


On August 30, 1944, the Bankers 
Life Company paid the widow the 
full sum of the policy, minus a loan 
made some years before. 


“T will take care and use the money 
to the best advantage possible,” wrote 
the widow. “I want to thank you for 
helping me locate my husband, even 
though he had already passed on. ! 
had never let anything else enter my 
mind but what we should find him 
alive some day.” 


“God moves in a mysterious way 
His wonders to perform; 

He plants his footsteps in the sea 
And rides upon the storm.” 
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man possessed, It is a matter of buying 
an estate now and paying for it on the 
installment plan. The whole story can 
be summed up in: “How much have 
you? How far will it go? How far have 
you to go?” 





Andrews, Hobbs in Minnesota 


MINNEAPOLIS—President W. H. 
Andrews, Jr., and Secretary P. B. Hobbs 
of the National Association of Life 
Underwriters put in a very busy three 
days in Minnesota, attending a meeting 
at Duluth for agents in the northern 
part of the state, followed by an all-day 
session in Minneapolis, during which 
they addressed a joint luncheon of the 
St. Paul and Minneapolis associations, 
and then went into an afternoon huddle 
with state officers and committeemen. 
In the evening President B. H. Odell 
of the Minnesota Association and H. P. 
Skoglund, president of North American 
Life & Casualty, were hosts at a cock- 
tail party and dinner. 





Owen Addresses Tenn. Assns. 


“There is no longer any room for 
isolationism and nations must cooperate 
after the war to preserve the peace,” 
Ernest W. Owen, former Detroit man- 
ager of Sun Life of Canada and now 
British vice-consul in Detroit, said in 
addressing the Chattanooga, Nashville 
and Knoxville Associations of Life Un- 
derwriters. He gave his “Thirteen Keys 
to Success” address. 





Terre Haute, Ind.—E. R. Blackwood, 
manager Metropolitan Life in Indianap- 
olis, spoke. He stressed greater attend- 
ance and support of association activi- 
ties. 

Rock County, Wis.—Luther Mills, 
Equitable Society, Janesville, member of 
the Half-Million Dollar Club, spoke at 
a luncheon meeting in Beloit. H. W. 
Pettengill, New York Life, association 
president, reported on the conference of 
the Wisconsin association and local as- 
sociation officers with N.A.L.U. officials 

Evansville, Ind.—Life agents will be 
the chief service officers for 11,000,000 
men and women who own National Serv- 
ice Life Insurance when they return to 
civil life, W. H. Andrews, Jr., N.A.L.U. 
president, said. 

“They'll need help in converting their 
policies from term to permanent forms,” 
Mr. Andrews said. “They’ll need to have 
present life insurance coordinated with 
social security and National Service Life 
Insurance.” 

This service has been pledged by the 
N.ALL.U. as an aid to the government 
and is a service without profit. 

Oklahoma City—H. G. Kenagy, super- 
intendent of agencies of Mutual Benefit 
Life, spoke on “‘Let’s Have Fun”, empha- 
sizing the advantage of viewing life in- 
surance as a source of pleasure rather 
than a business. 

Wichita—H. G. Kenagy, superintend- 
ent of agencies of Mutual Benefit Life, 
was guest speaker. His appearance was 
arranged by his brother, Ernest C. 
Kenagy, Kansas manager of the com- 
Pany at Wichita. H. G. Kenagy started 
his business career in Wichita before 
going with the Sales Research Bureau in 
1927, later joining Mutual Benefit in 1936. 

Coffeyville, Kan.— Miss Ann Pinson, 
manager of the Independence field office 
of the Social Security Board, spoke on 
“Federal Old Age and Survivors Insuf- 
ance.”’ 


AGENCY NEWS 


Honor Utley in Los Angeles 


Roy Utley, Los Angeles general 
agent of Beneficial Life, and Mrs. Utley 
were honor guests at a congratulatory 
dinner tendered them by the company 
m recognition of Mr. Utley’s having 
qualified for membership in its Multi- 
millionaire Club. He is the fifth mem- 
ber of the field force to qualify for this 
top honor club. 

Clyde J. Summerhays, superintendent 
of agencies, was master of ceremonies 
at the dinner. George J. Cannon, ex- 
ecutive vice-president, presented both 
Mr. and Mrs. Utley gold watches, bear- 
ing the emblem of the company. Eu- 














gene P. Watkins, assistant secretary, 
conveyed congratulations from the com- 
pany. 


R. C. Bouchard Feted 


Roderick C. Bouchard, formerly su- 
pervisor in the Newark agency of Home 
Life, was teridered a luncheon by his 
former associates there in recognition of 
his promotion to assistant manager of 
the sales planning division at the home 
office. He was presented a tie and cuff 
link set by General Agent Lester Hor- 
ton on behalf of his former associates. 


CHICAGO 


LUNCHEON FOR BRAMHALL 


C. F. Collins, agency secretary of 
New England Mutual, is now returning 
to the home office after being located 
in Chicago for three months looking 
after the Julius H. Meyer agency fol- 
lowing the death of Mr. Meyer. He is 
making an agency visit to Minneapolis 
and St. Paul before returning to Bos- 
ton. Prior to leaving Chicago Mr. Col- 
lins was host at a luncheon to the mem- 
bers of the Meyer agency welcoming 
William M. Bramhall, who has become 
manager of that office. 

















GREGSAMER ESTABLISHES RECORD 


J. C. Gregsamer, agent in the Free- 
man J. Wood Agency of Lincoln Na- 
tional Life in Chicago, has paid for more 
than $1 million of life insurance in his 
first contract year. He is the only man 
in the company’s history to establish 
such a record. His total was 111 cases 
for $1,010,311, with an average policy 
of $9,296. His largest volume of busi- 
ness and largest number of cases were 
written in the age group 31-40, and 90% 
of his first-year volume was written on 
strangers. 

Mr. Gregsamer joined the agency in 
the fall of 1943, and in his second month 
was second countrywide in Lincoln 
National in paid production. For the 
first nine months this year he was lead- 
ing agent. He has qualified for the top 
honor clubs. 


RECORDS 


United States Life—New paid-for busi- 
ness for the first 10 months is 26% ahead 
of the same period last year. 

Jefferson National Life—October pro- 
du:tion in honor of President E. Kirk 
McKinney, was the greatest of fany 
President’s Month in the history of the 
company and was 25% greater than a 
year ago. 

General American’ Life — President’s 
Month in October, honoring President 
Walter W. Head, resulted in a new all- 
time production total of $7,161,351 as 
against $5,613,870 for October, 1943. It 
was the best month in the company’s 
history, department officials have re- 
vealed. . 

David R. Hoover, Detroit general 
agent, was October leader in paid life 
premiums. The leader for 10 months is 
Dennis G. Colwell, Dallas general agent. 


American Mutual Life—The first quar- 
ter of the All-American football contest 
chalked up substantial gains in paid pro- 
duction. October new paid business was 
44.4% over the same month last year. 
Paid production to Nov. 1 was 24% ahead 
of last year. 

Berkshire Life— Business in force 
reached $250 million Nov. 1, an increase 
of nearly $12 million in 10 months. 














NEWS ABOUT LIFE POLICIES — 





State Mutual 
Gets Out Special 
Pension Contract 


To meet conditions in the pension 
trust field where an employer wishes the 
trustee to cover the insurance benefits 
by means of insurance company con- 
tracts and to accumulate the balance of 
the contributions in an auxiliary trust 
fund to be applied towards the annuity 
shortly before retirement, State Mutual 
Life has brought out a new policy 
known as a life rate pension special. 

The contract matures at age 65 and 
pays an income of $10 monthly for 10 
years certain and continuous for each 
$1,000 of face amount. 


This contract calls for a whole life 
premium at the age at issue for all the 


years prior to maturity except the final 
year and a higher premium in the final 
year. 

A number of attractive features are in- 
cluded in the policy, which is available 
only in pension plans and cannot be is- 
sued individually. 

It is felt that this new contract is an 
adequate answer to those employers who 
desire to separate retirement and pro- 
tection in the consideration of their pen- 
sion plans. 





Maryland Life Options Revised 
Settlement option provisions under 
the recent policy contract by Maryland 
Life reflect the trend of lower interest 
earnings and conservative policy. Option 
1 is cash; (2), proceeds left at a guaran- 
teed interest rate of 2%; (3), fixed 
period income (1-30 years), 24%%; (4), 
a fixed income until proceeds are ex- 
hausted, 2%; (5), a monthly life income 
guaranteed for 10 or 20 years, 214%; or 
any settlement mutually agreed upon. 
The same options apply to cash value 
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Warning on Reservations 


Promptness in making reservations 
for the Dec. 4 luncheon of the National 
Association of Insurance Commissioners 
at Hotel Commodore, New York, is 
urged by A. N. Butler, vice-president 
Corroon & Reynolds, chairman of ar- 


rangements. Reservations should be 
made with Mr. Butler at 92 William 
street, New York 7. 
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Business is often a coniplex thing . . yours and 
oursalike. But way down deep we like to think 
we still value the time-worn things. 


And one of the things we value most is plain, 
old-fashioned loyalty. For to us, it seems, you 
get what you give . . that the fibres run both up 


Our Home Office and Field are bound by that 
link which Kipling so aptly once phrased: 


“For the one will do what the other requires 
As soon as the need is shown; 
And hand in hand they can make a stand 
Which neither could make alone!” 


For 97 years we’re happy to say that’s been 
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after 10 years or after 60th birthday of 
insured. The rate of interest guaranteed 
on dividend accumulations is set at 2%. 





Single Premium Rates 
Increased by Pilot Life 


Single premium rates of Pilot Life are 
to be increased Dec. 1. The additional 
cost varies with age at issue but is ap- 
proximately $50 per $1,000. Single pre- 
mium 10 year endowment no longer will 
be available. The 20 year endowment is 
the shortest term that will be written. 
The new rates are: 


20 Y _ 

ape End Age 

se $334. 63 } $668.85 40 
15. ~- 355.76 669.66 41 
20... 380.58 670.78 42. 
25... 409.61 672.41 43. 
26... 415.98 672.82 44. 
27. 422.54 673.27 45. 
28. 429.32 673.75 46 
29... 436.30 674.28 47 
30... 443.49 674.87 48 
$1... 450.90 675.51+49.. 
32. 458.54 676.21 50.. 
33. 466.42. 677.01 51.. 
34. 474.52 677.88 52.. 
35... 482.86 678.85 53... 
36. 491.46 679.94 54. 
37. 500.30 681.15 55... 
38 509.39 682.50 60... 
39... 518.738 684.01 65... 8: 


Colonial i in Group oup Field 


Colonial Life now has 
life insurance available. 


made 


group 


W. C. Brown, 
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assistant actuary, in the announcement 
to agents explained some of the char- 
acteristics of this type of insurance such 
as it being yearly renewable term with 
the employer paying a part of the pre- 
mium, although he may pay all of it; 
with the employe contributing not more 
than 60 cents per month per $1,000 for 
any standard group, and also that the 
group ordinarily must consist of em- 
ployes of a single employer and at 
least 50 lives must be covered. He said 
certain other types of groups are per- 
mitted in some states. 





New England Mutual Life 
Continues Dividend Scale 


New England Mutual Life has voted 
$10,200,000 for distribution as dividends 
during 1945. This compares with $9,- 
350,000 voted last year and will continue 
the dividend distribution in 1945 on the 
same scale as paid in 1941, 1942, 1943 
and 1944. Interest at the rate of 34% 
will be continued during 1945 on divi- 
dends and other funds left on deposit. 





Interest Guaranty Reduced 

Policies now being written by Balti- 
more Life guarantee 2% interest on 
dividend accumulations. Settlement op- 
tions 1 and 2, interest income and fixed 
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United Life and Accident 


Insurance Company 
Concord, N. H. 


Representatives Have Something Unusual to Sell 


Ask the man who owns a United Life and Accident 
Insurance contract which contains: 


Double Indemnity 

Triple Indemnity 

Non-cancellable Accident Insurance 
Waiver of Premium 


- For Details Write 


WILLIAM D. HALLER 
Vice President and Agency Manager 
Concord, N. H. 
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W. T. GRANT 
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BUSINESS MEN'S ASSURANCE COMPANY 


Centrally Located Serving the 
Nation from Coast to Coast 





KANSAS CITY, MISSOURI 


period income, also guarantee 2% inter- 


est on present policies. 
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Substandard A. & H. 
Pool Proposal 
Held Impractical 


The proposed establishment of a pool 
to handle substandard risks in the acci- 
dent and health field would not be prac- 
tical, the special risks committee of the 
Health & Accident Underwriters Con- 
ference, headed by A. D. Anderson, Oc- 
cidental Life, reported at a meeting in 
Chicago last week. Neither could the 
companies look to reinsurance facilities 
as a solution to the problem, the com- 
mittee said. Its report was based on 
replies to a questionnaire sent to mem- 
ber companies. The committee felt, 
rather that the writing company should 
issue a standard policy providing mini- 
mum coverage. It was further recom- 
mended that the committee be  em- 
powered to prepare and compile a 
manual of operation to guide the mem- 
ber companies in underwriting this class 
of business. 


Definition of “Substandard” 











Chairman Anderson emphasized that 
substandard protection should be offered 
as a service to the public and not on a 
competitive basis. It was the feeling of 
the committee that in this study the 
“substandard risk” is the risk who would 
ordinarily be declined, and not the risk 
who would qualify for a regular policy 
ridered to eliminate coverage in connec- 
tion with some recognized impairinent. 

This report was one of the features 
of a two-day session at which five spe- 
cial committees appointed early this year 
by President H. P. Skoglund to inves- 
tigate specific fields and problems of 
immediate importance submitted reports. 

Other committees which presented 
reports at this conference were: Medi- 
cal, headed by H. E. Curry, Farm Bu- 
reau Mutual Automobile; hospital, I. A. 
Weaver, Hoosier Casualty; franchise, 
S. S. Yaudes, Time, and aviation, James 
E. Powell, Provident Life & Accident. 

The medical insurance committee in- 
dicated that in its oninion it is too early 
to make any final conclusions or recom- 
mendations. Mr. Curry emphasized 
that a complete understanding between 
the carriers, the medical profession and 
insured is essential if abuses are to be 
avoided. In conclusion he said: “Pri- 
vate insurance carriers have unlimited 
opportunity to write medical insurance, 
The coverage must be broadened and 
the field should be entered aggressively 


with a uniform program as soon as 
practicable.” 

The hospital insurance committee 
recommended that . present coverage 


provided by hospital policies should be 
liberalized and broadened. The chair- 
man reported on the progress in the col. 
lection of hospital insurance data. 

In a general discussion of the report 
of the franchise committee it was 
brought out that there is some confu- 
sion in the industry itself regarding the 
definition and scope of franchise insur- 
ance, and that there are overlapping ac- 
tivities 
employer - group, association - group, 
“true group” insurance and other re- 
lated fields of operation. The commit. 
tee was asked to prepare a descriptive 
list of these varied coverages and plans, 
with a definition of each. 

Pinch-hitting for Chairman Powell of 
the aviation committee, who was unable 
to attend, Bill Howland of the confer- 
ence headquarters staff presented a 
comprehensive report containing valu- 
able statistical material. 

Final hour of the session was devoted 
to an open forum discussion of various 
problems facing the accident and _ health 
business, conducted by Harold R. Gor- 
don, managing director. 


Steps in A. & H. 
Sale Presented at 
K. C. Sales Congress 


KANSAS CITY—More than 75 at. 
tended the sales congress of the Kansas 
City Association of Accident & Health 
Underwriters. John E. Miller, Colum- 
bian National Life, president of the as- 
sociation, opened the congress and 
turned the meeting over to Robert J. 
Costigan, Missouri manager for Busi- 
ness Men’s Assurance and_ vice-presi- 
dent of the National association, who 
was congress chairman. 

Claude V. Cochran, manager of Gen- 
eral American Life, said there are two 
steps necessary to do a thorough job of 
prospecting. The first, “inside prospect- 
ing,” consists of studying the market 
in the agent’s territory and analyzing 
policyholder’s records for new sales pos- 
sibilities, age changes and potential sales 
in old prospect cards. The second, “out- 
side prospecting,” deals with qualifying 
prospects, calling on centers of influ- 
ence, pyramiding prospects through the 
endless chain method and then following 
through on professions, businesses, and 
other prospect groups with a properly 
prepared presentation. 





Cary Discusses Aproach 


The approach was discussed by Mar- 
vin R. Cary, associate general agent of 
Pacific Mutual Life. He emphasized the 
need of building prestige with the client 
by mentioning mutual friends or select: 
ing common interests. He closed by pre- 
senting an actual sales approach he has 
used successfully. 

The presentation was handled by 
Charles P. Gish, assistant general agent 








WANTED—MANAGER OF FIELD SERVICE INCLUDING 
DIRECT MAIL AND PUBLICATIONS 


An immediate permanent opportunity exists for a man with knowledge 
of life insurance to take charge of Department with medium sized mid- 


western life insurance company. 
organ, direct mail and sales promotion material is essential. 


Experience in preparing house 
He will 


be required to have creative and production ability. 


Supply personal information and business experience, together with 
capacity in present position. Reply confidential. 


Write: Box A-46 
The National Underwriter 
175 W. Jackson Boulevard 
Chicago, Illinois 
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Aetna Life, who used Mr. Costigan as 
a prospect in a demonstration. 

Robert J. Barrett, manager of Occi- 
dental Life of California, said that clos- 
ing is securing the signature on the dot- 
ted line, but that the process starts the 
moment the agent appears before his 
prospect. He warned against waiting 
too long to try for a close. The agent 
should try early and often and use some 
means of getting the application blank 
and pen in full view early in the inter- 
view. 

Illustrates Wrong Method 


Walter Payne of the claim department 
of Business Men’s Assurance illustrated 
the wrong way to approach the pros- 
pect and gave a sales presentation with 
Dewey Armstrong of that company act- 
ing as the prospect. 

Mr. Costigan then conducted a round 
table discussion on answering objections. 
Leon Hughes, production manager of 
Columbian National Life at St. Louis, 
closed the meeting with a talk on mo- 
tivation. 





Mueller Talks at Delian 


At the Nov. 20 meeting of the Dallas 
Association of Accident & Health 
Underwriters E. H. Mueller, general 
agent at Milwaukee, and chairman of 
the planning committee of the National 
association, spoke on 
Personality.” 


Neb. Group Eyes Problems 
of Soldiers’ Return 


(CONTINUED FROM PAGE 2) 


premium as well as the company share. 
All & H. policies handled on the 
premium deduction plan are continued 
and the companies pay the entire cost. 
A year ago hospital coverage was ex- 
tended to wives and children of service 


men. 

Free publications are sent to the 
service men, there have been company 
gifts at Christmas and this year the 


employes also sent gifts. 

In making replacements the fact was 
always kept in mind that the men 
might be returning. Most of the re- 
placements have been female and about 
50% of them are duration employes. 
The potentialities of those that are not 
duration employes are studied to deter- 
mine what assignment they might be 
given in the post war period. The 
management feels that its normal turn- 
over plus increase of business will en- 
able them to take care of the returning 
service man easily. Also return to a 
shorter work week and resumption of 
departmental functions that have been 
suspended during the war will help. 
The company is completing an analy- 
sis in writing of the future potentiali- 
ties of each service person containing 
data as to education, experience in the 
office, traits of character and work, 
record of additional training in service 
and recommendation for a post-war as- 
signment. A questionnaire has been 
sent to service men asking for their 
post war plans, inviting them to re- 
turn and to have a voice in the selec 
tion of their assignment. 


PS Ruling on Retroactive 
Feature Is Revised 


(CONTINUED FROM PAGE 2) 


tified copy of the amendment on which 
a ruling is sought. 
Non-profit organizations for educa- 


“Development of 


tional, scientific, religious and charitable 
purposes exempt from taxation under 
section 101(6) need not apply to the 
internal revenue bureau for a ruling on 
a plan under which annuity contracts 
are purchased for its employes, PS de- 
cision 43 holds. 

However, the ruling provides that if 
an employes’ trust is established by such 
an organization and exemption from tax 
is sought therefor the requirements of 
section 165(A) must be met. PS 43 says: 

Advice is requested whether plans re- 
lating to employes’ trusts established by 
organizations exempt from taxation un- 
der section 101(6) of the internal reve- 
nue code, as amended, must meet the 
requirements of section 165(a) of the 
code, in order to obtain an exempt status 
for the employes’ trust. 

Section 165(a) is not applicable to a 
case in which merely an annuity contract 
of such an organization is involved since 
the employer has no need for a deduc- 
tion with respect to contributions and, 
under the provisions of section 22(b)(2) 
(b) of the code and section 29.22(b)(2)— 
5 of regulations 111, the employes are 
not concerned with the immediate taxa- 
bility of the contributions. In the latter 
connection, see also I.T.2874, C B XIV-1, 
page 49. 

However, in those cases in which or- 
ganizations exempt under section 101(6) 
establish trusts in connection with plans 
created for the benefit of their employes, 
the question arises as to the taxability 
of such trusts on their earnings or in- 
come through investment. The exemp- 
tion of the grantor organization under 
section 101(6) does not extend to a sep- 
arate trust established by it for the 
benefit of its employes. Thus, where ex- 
emption of the trust income is sought the 
requirements of section 165(a) of the 
code must be met. See PS No. 17 with 
respect to the information required to be 
submitted with such applications. 


O'Mahoney Refrains from 
Drawing Own Bill 
WASHINGTON—In response to 


questions concerning reports that he had 
been drafting insurance legislation, Sen- 
ator O’Mahoney wrote from his home 
in Cheyenne, Wyo.: 

“T have refained ... from drawing a 
bill myself because I should like to, 
above all things, have the insurance in- 
dustry itself tackle the problem. I 
haven’t a, doubt in the world that the 
insurance men of the United States can 





propose a measure which will not open | 


the door to monopoly, which will pre- 
serve full opportunity for ‘private enter- 
prise’ in insurance and which will main- 
tain state jurisdiction.” 


The Senator stated that some time ago | 


his 
by Commissioner Garrison of California. 

“It seemed to me,” he added, “to rep- 
resent a proper approach to the problem 
and with some modifications, I indicated 
that it would offer a basis for a construc- 
tive solution of the problem. I so stated 
to Messrs. Lincoln and McLain.” (Pres- 
ident L. A. Lincoln of Metropolitan Life 
and President James A McLain 
Guardian Life.) 


Employs Part-timers But 
Favors Their Elimination 


Although in the past, companies oper- 
ating in rural areas have been hostile to 
efforts to eliminate part-time agents, one 
company executive who does an exten- 
sive rural business and who employs a 
number of part-time agents feels that 
the elimination of such men would be a 
constructive move. Although it would 
require some adjustments in his organ- 
ization, he feels that it would eventually 
result in a stronger organization. The 
part-time practice has prevailed because 
it was an easy way for both the com- 
pany and agent to operate. Even where 
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Years of Steady Growth Makes 
for Confidence in the Future 
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“attention was called to a bill drafted | 


of 





company executives are convinced of the 
disadvantage of a part-time organization 
and are working towards a full-time 
force, just because there is no pressure 
progress is slow, despite intentions. 

The resolution of the National Asso- 
ciation of Life Underwriters passed in 
Detroit regarding part-timers was con- 
sidered by some to be a false step and 
it appeared for a while that the question 
might be soft-pedaled but in a talk to 
the Missouri association reported last 
week Herbert A. Hedges, immediate 
past N. A. L. U. president, took a posi- 
tive stand against part-timers. 


Central Cal. Agency Moves 
The central California agency of Min- 


nesota Mutual Life, Earle V. Parker, 
agency manager, is moving its offices 
Dec. 1 from Bakersfield to 338 Brix 


building, Fresno. This move is part of 
an expansion program. 


Myrick Boston Speaker 


The life insurance industry must help 
its own policyholders in the post-war 


period, and must assist returning serv- 
icemen “to see that all life insurance— 
social security, government life insur- 


ance and private life insurance—is prop- 
erly integrated into a program which 
will protect the social and economic re- 


quirements of the family, the business 
and the individual,’ Julian S. Myrick, 
second vice-president of Mutual Life, 
declared in addressing a meeting of the 
General Agents & Life Managers As- 
sOication of Boston. 


Dr. Dingman in the East 


Dr. H. W. Dingman of Chicago, vice- 
president and medical director of Con- 
tinental Assurance, has been in New 
York getting in touch with the various 
people connected with the company in 
that section inasmuch as it has been li- 
censed in New York. The company will 
operate largely on the general agency 
basis in New York state. It has a branch 
office in New York City. 





L. A. A. Convention Reviewed 


Keystone Advertisers, the Philadel- 
phia members of the Life Advertisers 
Association, who hold a luncheon meet- 
ing each month, discussed the program 
of the recent annual conference of the 
association. Sumner Davis, Provident 
Mutual; Evelyn Schuler, Penn Mutual; 
Elizabeth Roulston, Presbyterian Minis- 
ters Fund, and Mary Barber, Penn Mu- 
tual, each reported on one session of the 
convention. 
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King Is Named as 
Field Supervisor 


Berkshire Life has appointed Lt. 
Com. J. D. King, who recently was as- 
signed to inactive duty by the navy, as 
field supervisor for the agency depart- 
ment. After Jan. 15 he will be located 
in Chicago and will supervise nine 
western agencies. 

Lt. Com. King was general agent for 
Berkshire in Baltimore from 1934 until 
called to active duty with the navy in 
1942. He has had several important 
assignments and stations, having been 
liaison officer for the navy department 


commanding 


officer navy-Ford school, 
and administrative-executive officer at 
U. S. naval training center. 

He was a commissioned officer in the 
navy in the first world war and served 
on the “Houston” overseas. He en- 
tered life insurance in 1927 and served 
as agent, supervisor and agency direc- 
tor of a large eastern company until he 
became general agent of Berkshire. 





Bruce Batho to 
Atlanta Post 


3ruce Batho, who has been actuary 
of Country Life 2% years, is joining In- 








of procurement and materials, com- dustrial Life & Health of Atlanta as 
manding officer of patrol ships, opera- associate actuary. At the outset he ex- 
tions officer SCTC, chief instructor, pects to devote most of his attention to 
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lielites set up the ordinary department 
of that company. 

Mr. Batho started in the business with 
Franklin Life, where he remained 12 
years. He then served six years as as- 
sistant actuary of the Illinois depart- 
ment before going with Country Life. 
A native of Winnipeg, he graduated in 
the mathematical course at the Univer- 
sity of Manitoba. He is an associate of 
the American Institute of Actuaries. A 
brother, Elgin Batho, is assistant actu- 
ary of Equitable Life of Waterloo, Can. 





Heezen Country 
Life Actuary 


Dirk Heezen has resigned as actuary ot 
National Guardian Life of Madison, Wis., 
to become actuary of Country Life of 
Chicago, succeeding Bruce Batho, who 
has taken an actuarial position in 
Atlanta. A successor to Mr. Heezen has 
not been appointed at National Guardian. 
He was in Chicago this week for a few 
days and will assume his Country Life 
duties Dec. 15. 

Mr. Heezen, a native of South Dakota 
and a graduate in mathematics at Grin- 
nell College, started with the Indianap- 
olis actuarial firm of Haight, Davis & 
Haight. For a time he was connected 
with a company then being formed at 
Meridian, Miss. He joined National 
Guardian 12 years ago, was advanced to 
assistant actuary in 1934 and to actuary 
in 1938. He is an associate of the Life 
Office Management Association. 





Pension Expert Joins 
Penn Mutual Life 


Aaron M. Royal of Travelers’ Phila- 
delphia branch has been appointed to 
Penn Mutual Life’s home office agency 
department staff and will be associated 
with William J. Probst, assistant to the 
vice-president. 

Mr. Royal has a wide background in 
taxes, business insurance, and pension 
trusts. He graduated fronr Yale Uni- 
versity in 1924 and has been with 
Travelers in both the home office and 
the field since that time. Since 1929 he 
has handled mathematical problems in 
Philadelphia, operating in the greater 
Philadelphia territory from Wilmington 
to Reading. He also served as consult- 
ant on taxes, business insurance and 
pensions, furnishing sales material and 
going actively into the field on special 
sales. 





Davis Faulkner, vice-president and 
agency director of Seaboard Life, Hous- 
ton, Tex., has returned to civilian du- 
ties following military service. 





Plans for Building 
Associations 


(CONTINUED FROM PAGE 1) 


this regard. Corlet Wilson, Travelers, 
Rockford, suggested that the books be 
placed in doctors’ offices so waiting pa- 
tients can use them. 

K. D. Zipprodt, Metropolitan, told 
how the Decatur assoication had made 
arrangements with the local newspaper 
to buy additional space beneath the ad- 
vertisements of the Life Insurance Com- 
panies of America, in which names of 
association members are listed. The 
idea created considerable interest. 

Associations can secure publicity if 
they provide material with reader in- 
terest, Mr. Andrews pointed out. Proj- 
ects for aiding service men and the pub- 
lic make good copy. Joy M. Luidens, 
Chicago, said it is advisable to prepare 
publicity before a meeting and to treat 
all papers alike. As newspapers are 
short of manpower, it is well for the 
publicity chairman to call at the news- 
paper office and talk to the reporters, 
Mr. Andrews pointed out. 

The value of state sales congresses 





held in several cities such as the plans 
used in Texas and North Carolina was 
stressed by Mr. Andrews. By taking 
the association to the grass roots coun- 
try, membership from smaller places can 
be increased. National speakers who hesi. 
tate to make a long trip tor a single ap- 
pearance are attracted by the multiple 
congresses. Mr. Moynahan endorsed 


the idea and explained the Illinois cara. | 


van plan. 

It is important that members benefit 
from all three associations, national, 
state and local, Mr. Cox declared. He 
urged that meetings be held to fit the 
working schedule of debit men. 

Both Rockford and Freeport sent out 
questionnaires to find what members 
wanted covered in the programs. Mr, 
Priebe reported that Rockford got a 
good response which helped in formu. 
lating its program. 

Mr. Cox urged that programs be 
down to earth. “Get people to talk who 
can put money into the agent’s pocket, 
Don’t let members feel that they have 
wasted two hours of selling time,” he 
urged. Mr. Broaddus told of the ac- 
tivities of the state association’s speak- 
ers’ bureau. He suggested that locals 
get in touch with Margaret E. Becker, 
state executive secretary, for available 
speakers. Mr. Wilson suggested that 
associations send in candid reports on 
speakers so that poor ones can be elim- 
inated. 

As an agent increases his volume, he 
becomes less interesting as a speaker, 
Mr. Moynahan observed. Even if an 
average producer hasn’t got platform ap- 
pearance, he often creates more interest 
among members as they are concerned 
over “how other guys like me operate.” 
The brass hats often unconsciously talk 
down to the audience. He urged that 
more agents be secured as_ speakers. 
“It is not what we think is good, it is 
what the members think which is most 
important. Even in an agency meeting 
agents would rather hear from _ other 
agents than the manager,” he empha- 
sized. 





PROGRAMS 





Mr. Cox stressed the importance of 
lining up programs in advance so that 
better speakers and publicity can be 
secured. He said Davenport, Ia., has 
been doing a particularly good job in this 
respect. Mr. Moynahan warned _ tha 
“ideal” programs may get too good ani 
be over the heads of the audience 
Thomas A. Lauer, Joliet, state vice 
president, seconded this. Mr. Priebe 
said that it is important to line up the 
program in advance and get it printed 
Members are more willing to pay due 
when they know what they will get. I 
also helps in secuging new members. The 
Rockford association is sending a copy 
of its printed program to all agents it 
the county. 

In the discussion on war bond sales 
Lester O. Schriver, Aetna Life, Peoria 
state chairman, introduced Rupert Mills 
Massachusetts Mutual, who told of the 
successful effort in Peoria. He said the 
payroll deduction plan is the backbont 
of the whole war financing program 
and provides a continuity between spe 
cial drives. 
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sized that it is best not to make any dis- 
tinction between ordinary and industrial 
although the interests of the latter group 
should be kept in mind. 

Howard Rienhart, Prudential, Peoria 
membership chairman, told how his com- 
mittee*is making a card index of every 
agent in the territory so that reasons 
for not joining can be noted and the in- 
formation can then be passed on to the 
next membership chairman. He said 
that the viewpoint of the industrial man 
must be recognized and pointed out that 
the establishment of unions has cut into 
membership. 


Number Membership Cards 


In connection with the pay dues in De- 
cember drive, Mr. Cox said that all sug- 
gestion of renewing membership should 
be avoided and that every member 
should be considered a continuous mem- 
ber and he just pays dues. Mr. Hobbs 
said that several associations find it ef- 
fective to number membership cards as 
some men take pride in being early dues 
payers. It was suggested that a mem- 
bership list be published for the entire 
state outside of Chicago. In Chicago, 
Miss Luidens reported, the membership 
roster has a definite value. 

To back up the dues drive, Mr. Cox 
said that it is important to put on a good 
program at the December meeting. He 
suggested that several members be 
primed ahead of time to pay their dues 
at the meeting to set an example for the 
others to follow. 

C. P. Axelson, Northwestern Mutual, 
Chicago, past state president, who has 
been active in legislative work, de- 
clared a strong, large membership is es- 
sential in legislative work. 

Mr. Crane reported that he had helped 
form a new association of 40 at Alton 
and that a new group is being planned 
at Mattoon. 


INCREASE DUES 








The need for locals to increase dues 
so that they can have adequate financial 
resources was stressed by Mr. Crane. 
He said he was shocked by the small 
amount of surplus in association funds. 
It isn’t possible to do a real association 
job without funds. The strongest local 
associations are the ones which have the 
courage to charge adequate dues. He 
feels that $7.50 should be the minimum 
and that $10 is better. Several associa- 
tions, including Springfield and Peoria, 
are raising dues to $10. 

Life insurance is too great a business 
to operate associations on a penny bank- 
book basis, Mr. Broaddus declared. The 
state dues are 75 cents and should be 
$1. If dues are raised, associations 
can do more and agents can’t afford to 
stay out. Some do not appreciate mem- 
bership because it is so cheap. 


Minneapolis Plan Cited 


Minneapolis raised its dues and passed 
a resolution that those who did not pay 
the new rate couldn’t be reinstated later 
without paying a new entrance fee, Mr. 
Andrews reported. 


Mr. Cox urged the association repre- 


sentatives “to go back home, take a 
hitch in your belt and do something. 
Set up a budget and then get the money 
to meet it. You must give to get.” 

Mr. Crane pointed out that the na- 
tional dues can’t be increased without a 


change in by-laws and that there is a ° 


ceiling of $2 on state dues. This can be 
used to show local members that the 
local group will be able to retain the in- 
crease, 

At national headquarters the Illinois 
State bulletin edited by Miss Becker is 
considered one of the best, Mr. Hobbs 
said. He urged that each local send in 
material. He said that geographic dis- 
tribution of membership is as important 
as numbers in legislative work. He ex- 
pressed hope that Nellis Parkinson will 
be named insurance director when the 
legislature meets, pointing out that he 
as to be acting until his appointment 
can be confirmed. 

Although the Illinois association has 


been strong in opposing negative legisla- 
tion, Mr. Hobbs urged that it also-con- 
sider and back legislation to further the 
business. He praised the new Minnesota 
qualification law and approved the ex- 
amination form which gives the appli- 
cant five choices for answers to ques- 
tions which, he said, is superior to the 
old true or false plan. 


Suggests Starved Rock Parley 


Associations can get more money if 
they do more for members, Mr. Hobbs 
declared. Luncheons, which add to ex- 
pense, aren’t necessary. He suggested 
the possibilities of study groups in 
smaller associations. One argument for 
raising dues is to send a member to the 
national meetings. He suggested that 
Illinois managers hold a conference at 
Starved Rock similar to the Saratoga 
conference of the New York association. 
A $25 registration fee is charged and the 
profits ear-marked for the state associa- 
tion’s legislative fund. 

A stimulating session for managers 
and general agents was held with James 
R. Love, New England Mutual, Peoria, 
as chairman. Don Ross, merchandising 
manager of “Sucessful Farming” pointed 
out the opportunities in the farm mar- 
ket. A. R. Jaqua, associate editor Dia- 
mond Life Bulletins published by THE 
NATIONAL UNDERWRITER, indulged in some 
forecasting in his talk, “The Next Ten 
Years.” 


BANQUET 








More than 125 attended the banquet 
at which background facts and figures 
concerning the National association were 
presented in a clever quiz session with 
President Andrews answering questions 
asked by State President Broaddus. 
Among the facts brought out were: The 
N.A.L.U. has 12,000 weekly premium 
men among its members, 5,436 Metro- 
politan Life; 2,804 Prudential and 1,935 
John Hancock. In answer to a query 
on whether the trustees’ expenses were 
paid, Mr. Andrews said “no,” as the 
“N.A.L.U. is a Scotch organization.” 

As long as the war lasts, progress on 
legislation providing income tax relief 
on life insurance premium payments 
along the lines of the Bridges bill will 
necessarily have to be slow, Mr. Hobbs 
pointed out in discussing federal law and 
legislation. He was optimistic over fu- 
ture prospects of such a measure, how- 
ever. In seeking legislation providing 
for earmarking funds for payment of 
inheritance taxes, it isn’t advisable to 
restrict such funds to life insurance be- 
cause all people can’t qualify for cover- 
age. In reviewing the insurance is com- 
merce decision, Mr. Hobbs commended 
the insurance commissioners for their 
“intelligent proposal” and expressed 
hope that Congress will pass it. He said 
the N.A.L.U. is thoroughly in favor of 
state regulation and is sympathetic to 
the needs of the fire and casualty busi- 
ness. 


Joint Statement Soon 


The social security survey presented 
at Detroit was reviewed by Mr. Hobbs. 
He announced that the Life Association 
of America, the American Life Conven- 
tion and the N.A.L.U. will issue their 
joint statement on social security within 
20 or 30 days. 

Although agency departments of some 
companies have been advised by their 
counsel to withdraw from the agency 
practices agreement in view of the insur- 
ance is commerce decision, the N.A.L.U. 
is still of the opinion that it is whole- 
some for the business, Mr. Crane stated. 
In discussing the part-timer resolution 
passed at Detroit, Mr. Crane stressed 
that it was a long range program and 
the trustees will not rush hurriedly into 
the problem as there are too many 
aspects to consider. It is necessary to 
first define a “part-timer.” He feels that 
the qualifications of an agent are more 
important than the amount of time he 
spends in the business. 

It is difficult to judge at what point 











Solemn Thanksgiving: 


Among other things—that men of superb skill, great 
courage, and deep faith in God, fight our country’s 
battles; That we live in a land that is choice above 
all other lands; That we are engaged in a business 
which says, “Orphans need not be left in want of 
material necessities, widows need not endure eco- 
nomic hardships, old people need not suffer the 
humiliation of dependency.” 


Sacred Responsibility: 


To support our fighting men, to demonstrate our 
faith in our great country, to shelter our loved ones 
from financial distress. 


Buy War Bonds — 
Save More 


Buy Life Insurance 
— Spend Less 
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’'M BUILDING A BETTER 
FUTURE ... WITH Q-V°S! 


“With every sale I make, someone is buying a better future, through 
Life Insurance. Now that I’m with Capitol Life, when I arrange that 
better future for someone else I can say ‘ME TOO’. . . because of our 
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“know-all” and training come together 
in developing an agent, Mr. Cox pointed 
out in telling about the N.A.L.U.’s new 
$15,000 agency training plan. The com- 
mittee -in charge of Clifford H. Orr is 
formulating a long range program, he 
reported. 

Mr. Hobbs concluded the banquet 
with his left and right talk, demonstrat- 
ing in a convincing manner how life 
insurance has taken the best from the 
progressive measures advocated by the 
left and the eternal qualities of the right, 
thus giving the business strength and 
vitality. 


ROUND TABLE FORMED 


F. E. Cavette, Massachusetts Mutual 
Life, Peoria, was named chairman of 
the new Illinois Round Table, with 
W. K. Pierce, Northwestern Mutual, 
Elgin, as vice-chairman, and Kenneth L. 
Keil, Penn Mutual, Springfield, as secre- 
tary-treasurer. Kenney E. Williamson, 
Massachusetts Mutual, Peoria, general 
agent served as temporary chairman. 
Although Mr. Williamson was proposed 
as chairman, he said that he felt that 
the organization should’ be headed by 
personal producers. 

In order to get the organization under 
way it was decided to accept company 
qualifications and then set up more de- 
tailed rules later. So as not to detract 
from the records of larger producers it 
was decided to leave “quarter-million” 
out of the name, although that will be 
the minimum for members. It was sug- 
gested that dues be $5 but details were 
left up to the officers. Those applying 
for membership before a date to be set 
later will be considered as charter mem- 
bers. The organization plan of the 
Washington Round Table was used as a 
guide. There are about 100 eligible pros- 
pective members in the state, it was esti- 
mated. The round table will do much 
to strengthen the state association as the 
organization meeting attracted a number 
of producers who do not ordinarily 
attend state meetings. 


BIG CONGRESS 


500 attended the Peoria asso- 
ciation’s 20th annual sales congress. 
Progress and objectives of the N.A.L.U. 
were reviewed by President Andrews. 
He declared the N.A.L.U. is facing 
problems of the business with a single- 
ness of purpose with an eye on the needs 
of the rank and file. Although there 
have been many social and economic 
changes and more are to be expected, 
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he predicted that the need for life insur- 
ance will be intensified in the post-war 
period. He urged agents to always keep 
in mind the problems met by life insur- 
ance, stressing that most people are de- 
pendent on their own human life values 
for income. 

The era of high taxes makes life insur- 
ance a must, Mr. Andrews declared. 
Men earning $10,000 a year, for exam- 
ple, paid $11,000 in income taxes during 
the 10-year period up to 1943, while 
during the next 10 years they will prob- 
ably pay four times that amount. The 
idea of saving money and living on the 
income is “dead as a dodo,” he declared. 
It takes twice as much money to pro- 
vide the same income under present day 
interest rates which makes life insurance 
the only source of financial salvation. 


Urges Sales to Youngsters 


Mr. Andrews urged the sale of insur- 
ance to 14 and 15 year olds so that they 
can start creating an estate at low rates 
because after they reach maturity these 
boys will not only face a period of high 
taxes but competition from returned 
service men as well. 

Agents were urged to be prepared for 
a new change in markets after the war. 
Before 1929 the investor market was 
capitalized on, during the depression the 
fixed salary group, during the war tech- 
nical workers provide a wide market 
while in the post-war period the pro- 
fessional and salary group will probably 
be the best prospects. The building field 
will show a sharp growth after the war 
“and don’t forget the purchasers of new 
homes who will be prospects for mort- 
gage insurance,” he added. Farmers are 
also in a better position than ever before. 


To Aid Service Men 


The N.A.L.U. has pledged support in 
helping returned service men, Mr. An- 
drews said. “We will have to be the 
chief service institution for the return- 
ing veterans,” he declared, pointing to 
the vast possibilities for building good 
will through such service. 

In preparing for the post-war period, 
agents should be honest with themselves 
in determining whether recent sales 
gains are a result of economic factors 
or increased sales efficiency. “We 
mustn’t kid ourselves, we must get back 
to fundamentals,’ Mr. Andrews de- 
clared. 


Stresses Plus Reasons 


With his entertaining stories of “Why 
Men Buy,” Isaac S. Kibrick, New York 
Life, Boston, demonstrated his use of 
“plus reasons” which motivate the pros- 
pect to action after he has heard ‘all the 
arguments. With the change to an in- 


dustrial economy, people are no longer 
self-sustaining and can no longer depend 
upon a well-stocked food cellar in case 
of disaster, he pointed out. People 
usually know the reasons why they need 
life insurance and often actually want it 
but the plus reason, often based upon 
pride in family or business, is the one 
that leads them to sign up. To show 
that nothing can take the place of life 
insurance, Mr. Kibrick cited actual in- 
stances where men had invested in other 
types of property and lived to regret it. 


Render Needed Service 


Men on the debit render a needed 
service which cannot be replaced by 
“over-the-counter” or mail order meth- 
ods, Carlton W. Cox, Paterson, N. J., 
manager Metropolitan Life declared. A 
vast majority of the people don’t have 
checking accounts in banks and won’t 
take the trouble to buy money orders 
and they need somebody to remind them 
about their premium obligations. The 
debit man renders these people a real 
service in placing insurance in their 
homes and in seeing to it that their 
modest amounts in life insurance are 
kept in force. When the going gets 
tough again these very people will need 
the advice and counsel of debit men in 
helping them to maintain their family 
insurance, pointing out that “this is no 
job to be handled by remote control or 
through mail.” 


Makes 100 Calls a Week 


The average man in servicing a debit 
makes a minimum of 100 service collec- 
tion calls a week. He sees a vast ma- 
jority of his policyholders at least once 
a month. He is ready and willing to 
make a special call when death removes 
a member of the family and assists in 
prompt completion of the papers and 
delivery of the claim check. 

To show what is being done by debit 
men, Mr. Cox pointed to a record of one 
of his agents who covers one country 
town. By the end of October he had 
delivered 172 industrial policies for 
$69,200 and 31 ordinary policies for 
$68,000, representing $137,200 total life 
insurance protection. Last year over 
3,000 Metropolitan agents paid for $100,- 
000 of ordinary or more while in excess 
of 5,000 men placed $100,000 or more in 
industrial. 

Through excellent training programs 
Metropolitan Life has reduced its turn- 
over in its agency force to 5% compared 
to 33% 15 years ago. Trainers both 
from the home office and in the field 
consider it their primary obligation to 
carefully train and supervise the work 
of every newcomer for one entire year. 
In addition the old timers are being con- 
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stantly given attention so they will keep 
their service up to date. Trainers them- 
selves are given refresher courses to 
infuse new methods and practices in 
their work. 


54 Apps Out of 85 Interviews . 


Mr. Cox presented a sales idea which 
resulted in 54 applications out of 85 
interviews by his men. Under a column 
headed “Your Obligation” the agent 
places the cost of the insurance he is 
proposing and in another column headed 
“Our Obligation” he lists the various 
benefits. He points out that the prospect 


must either accept “Your Obligation” | 


and thus obligate the company to pay 
benefits listed or else “You accept the 
obligation on this side (points to the 
list of the benefits) and responsibility 
that goes with it.” 

In selling the fathers of new babies, 
Mr. Cox suggested taking advantage of 
the reduction in withholding tax paid by 
the father as a result of the new de- 
pendent. “Because you have been for- 
tunate enough to be presented with a 
child, the government has made it possi- 
ble for you to have about $2,000 addi- 
tional life insurance free of charge,’: the 
prospect is told. For a man making $50 
a week, a new baby reduces his income 
tax $1.90 a week. The figures on vari- 
ous earnings and dependents are listed in 
available withholding tax compilations. 
After Jan. 1 income taxpayers can take 
deductions for dependent children over 
18 years of age as well as other de- 
pendents, such as mother-in-laws. Such 
savings can be used to buy additional 
insurance. 

The congress ended with a double 
high note, Gene Flack, Loose-Wiles Bis- 
cuit Co. trade relations counsel enter- 
taining with his antics with a few bits 
of sage advice sandwiched in, and with 
Hampton H. Irwin, educational director 
Massachusetts Mutual, brightening up 
his production clinic with humorous ob- 
servations for which he is noted. Mr. 
Irwin has a knack of presenting sound 
educational material so that it is ab- 
sorbed by the audience without resist- 
ance. 


PEORIA NOTES 


The Illinois association will award two 
plaques to local associations, one for the 
largest numerical gain in members and 
the other for the largest percentage gain, 
J. M. Clark, Peoria general agent John 
Hancock Mutual Life and state member- 
ship chairman, announced. 


Nellis Parkinson, acting insurance di- 
rector, said he was particularly proud of 
the record life men are making in carry- 
ing out community enterprises, When 
the insurance department gets. com- 
plaints from policyholders, well-informed 
agents are never involved so that asso- 
ciation activities benefit the public as 
well as agents, he observed. 

Miss Bertha Coyle, Massachusetts Mu- 
tual Life, Peoria, will celebrate her 25th 
service anniversary next year. 

This was the first time Carlton W. Cox 
N.A.L.U. trustee had ever been in IIli- 
nois, although his father, the late Rob- 
ert L. Cox, Metropolitan Life vice-presi- 
dent from 1917 to 1930, was born in Jo 
Daviess county. Mr. Cox who is Metro- 
politan Life manager at Paterson, N. J. 








participated in the state conference an} 


spoke at the sales congress, having 
toured the northern section of the state 
earlier in the week. 
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agent, Northwestern Mutual, and N.A. 
L.U. trustee reported some interesting 
experiences on his bus trip through “Lit- 
tle Egypt” in visiting local associations. 


Kenney E. Williamson, Peoria co-gen- 
eral agent Massachusetts Mutual and a 
state vice-president, received congratula- 
tions on his election as University of 
Illinois trustee. The only successful 
Democratic candidates on _ the_ state 
ticket were the secretary of state and 
the three university trustees. The re- 
sults were close and the final tally hadn’t 
been announced until the day before the 
meeting. At the banquet John L. Tay- 
lor, Springfield manager Mutual Life of 
N. Y., and C. F. Axelson, Northwestern 
Mutual, Chicago, past state president, 
reenacted their pledges of support which 
they made four years ago to split their 
tickets to vote for Mr. Williamson, al- 
though at that time their votes didn’t 
put him over. Mr. Axelson, who is a 
University of Chicago trustee, called on 
Mr. Williamson to redeem his campaign 
promises to furnish all association mem- 
bers with as many football tickets as 
they desired. 

Paul Nelson and Stacy Merchant from 
the home office entertained Mutual Trust 
Life agents at a luncheon. 

Massachusetts Mutual Life agents at- 
tended a luncheon in honor of Hampton 
H. Irwin, home office educational direc- 
tor, who was on the program. 


Harry G. Walter, manager Schnell 
agency of Penn Mutual Life, held a 
luncheon for his men. 

Clifford R. Gifford, Peoria. general 


agent Northwestern Mutual, entertained 
45 agents, wives and office people at a 
dinner following the congress. He also 
was host to a luncheon for all North- 
western Mutual people, including the fol- 
lowing general agents: E. A. Crane, 
Indianapolis; J. H. Jamison, Chicago; B. 


J, Stumm, Aurora, and E. E. Cantrall, 
Springfield. , 
Earl M. Spink, Columbian National, 


and L. T. Oxley, Country Life, headed 


the Jacksonville delegation. 

A number of general agents and com- 
panies held special luncheons between 
sales congress sessions including: Pru- 
dentiai, Connecticut Mutual, John Han- 
cock, New York Life, Mutual Benefit, and 
Aetna Life. 

Lester’ O. Schriver, Peoria general 
agent Aetna Life, and past N.A.L.U. 
president, gave a splendid tribute to 
Peoria’s first gold star member—Fred- 
erick C. Gedge, formerly with Penn Mu- 
tual, who was shot down in action in a 
plane and died of wounds. 

Vaughn V. Moore, president Northern 
Trust Life, Chicago, was accompanied by 
E. A. Wilmsen, and Robert E. White, 
Joliet, general agents, 

Howard F. Hartrunft, Metropolitan 
Life, proved a congenial host as presi- 
dent of the Peoria association. He pre- 


sided at the afternoon session of the 
sales congress. 


Mrs. Mary Jane Thomas, South Bend, 
Ind., a Mutual Life of N. Y. sales leader 
who wrote $470,000 in new business last 
year, was a guest. 


Horace Horton, agency supervisor Con- 
tinental Assurance, stopped off for the 
meeting on his way home from an 
agency trip. 

Norman E. Andersen, general agent 
Mutual Benefit Life, general chairman 
of the congress made an impressive 
chairman at the opening session. 

Col, Joseph R. Holzapple, formerly 
with the Wardwell agency of Connecti- 
cut Mutual Life in Peoria, who is in 


the Mediterranean area, has added an- 
other decoration to his collection—a 
Croix de Guerre. Lt. Robert C. Mont- 


gomery of the agency is in England and 
John W. Bailey, Galesburg, is in the air 
service in the states. 

G. A. Brodine, Travelers’ general agent 
in Rockford, is now a grandfather, his 
son, Lt. Com. Charles Brodine, now in 
the Pacific, being the father of a son, 
John Charles. 

Bankers Mutual Life of Freeport held 
a luncheon with Russell S. Haight, vice- 
president and agency director in charge. 
Glen K. Hammel, superintendent of 
agencies; W. W. Klemm, Freeport gen- 
eral agent, and Wayne Mayfield, central 
Illinois general agent, were in the party. 

Franklin Life entertained a group of 
agents with W. L. Dugger, vice-presi- 
dent: J. V. Whaley, director of agencies, 
and J. Franklin Love, recently appointed 
director of sales promotion, as hosts. 


Thomas A. Lauer, Northwestern Mu- 
tual, Joliet, state vice-president was 
elated over writing his first pension 


trust case just before he had departed 
for Peoria. 

Nathan Weiss, Vermillion agency of 
Mutual Life of New York, Chicago, was 
on hand for the Illinois Round Table 
session. 

The Chieago association is sending 
wallets to men in service for Christmas 
while the Peoria association is sending 
packs of playing cards. 

N. Erie Bell, state director State Farm 
companies, held a dinner for 33 district 
managers. Thaddeus Beggs, agency 
supervisor; R. D. Danielson, assistant 
state director, and Ralph H. Ewry, Chi- 
cago manager who has returned from 
army service as lieutenant colonel, were 
on hand. Mr. Bell distributed several 
hundred road map books at the mana- 
gers’ section and as door prizes at the 
congress. 

S. W. Sanford, Davenport manager 
Prudential, represented the Iowa associa- 
tion. 

Walter G. Myers, supervisor General 
American Life with Aurora headquarters, 


LEGAL RESERVE FRATERNALS 





Fraternals May Be 
Granted Exception 
from U. S. Ruling 


If government domination and regu- 
lation of insurance comes as a result of 
the U. S. Supreme Court insurance-is- 
commerce decision, as some insurance 
leaders seem to fear, legal reserve fra- 
ternal benefit societies might avoid hav- 
ing the full weight of such control fall 
on them by devoting themselves assidu- 
ously now to increased fraternal serv- 
ice and lodge work. This is the belief 
of some noted fraternalists who have 
been watching the situation closely. 

The fraternal benefit and insurance 
idea is an extremely personal one—so 
much so that members are very: close 
to their society and take a part not only 
in the lodges but in selling the life in- 
surance and accident and hospitalization 
certificates that now are offered. There- 
fore fraternalism is strongly tinctured 
with the local flavor. 

Although some societies branched out 
and attempted to compete with the old 
line life companies in the past years, so 
far as selling insurance was concerned, 
they retained their lodge work and their 
close contacts with members. They 
still enjoy the advantage of tax exemp- 
tion as charitable and benevolent insti- 
tutions which are operated not for 
profit. Therefore it is likely there will 
be a distinction drawn between fra- 
ternals and old line life companies in the 
minds of the politicians and Washing- 
ton leaders when and if the final step 
toward federal regulation of insurance 
is to be taken. 


This is especially true since the fra- 
ternal members represent great polit- 


ical power which they have demonstrated 
most effectively at Washington and 
elsewhere. It has become apparent the 
politicians will not go far out of their 
way to offend members of fraternal so- 
cieties for they represent millions of 
votes. e 

It is true the societies sell legal re- 
serve life insurance, as do the old lines 
life companies, except for the open con- 
tract. Yet there is the out for poli- 
ticians who do not wish to hurt the feel- 
ings of voters that the fraternals are 
not commercial institutions, but are as- 
sociations of individuals, combined for 
mutual benefit and protection, have a 
representative form of government, 
elect their officers by popular ballot and 
conduct a great many welfare and phil- 
anthropic activities in behalf of mem- 
bers which makes it unnecessary for 
the state to take care of them. 

The National Fraternal Congress at 
the St. Louis annual convention adopted 
a resolution supporting the idea of state 
supervision of insurance. 


Modern Woodmen Record 
Set in BuHard Month 


Modern Woodmen’s agency force 
produced $2,254,323 new business in Oc- 
tober, the largest month in 5% years, 
in a campaign honoring President E. J. 
Bullard. This exceeded quota by more 
than $500,000. The total included only 
adult insurance and juvenile permanent 
forms, in addition, $866,000 was writ- 
ten in October on junior term certifi- 
cates, 

On Oct. 26, “Ed Bullard Day,” $564,- 
480 in applications was received. Pro- 


duction for the month more than 
doubled October, 1943, and_was the 
largest since March, 1939. Total new 


business in the first 10 months is 43% 





WE ARE THANKFUL 


FOR—Forty years of service, progress and achievement. 


is busy these days recruiting new men. 





FOR—The splendid associates in various states who so ably 
represent this Company. Many of their policyholders 
look to them for counsel regarding insurance and finan- 
cial matters as they do to their doctor or lawyer in their 
respective fields. 


Headquarters for 


Wartime Conferences 


“Streamlined” conferences are welcomed 


t The Waldorf-Astoria. They are accorded i ak : 
. FOR—The continued fine spirit of teamwork and cooperation 


between policyholders, representatives and Home Office 
personnel, resulting in extremely low lapse and a splen- 
did volume of new business. 


the same diligent cooperation and staff 
assistance that made this hotel the con 


vention center when occasions were more 





elaborate. Wartime regulations and re- 
THAT—The gain of insurance in force in 1944 is the largest 


strictions are being obeyed, but there is 
for many years. 


no ceiling on friendliness. 


THE FOR—America and all that it means. 
WALDORE-ASTORIA 


FOR—Courageous men and women from our own ranks and 
over the nation who are giving their all. 


_ te 


FOR-—Capable new recruits who are doing splendid work and 
for men who are becoming qualified for General Agency 
opportunities. 
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ahead of the period last year, and junior 
term production gained 49%. 


Field Supervisors 
Named by Fidelity 


Fidelity Life of Fulton, Ill, has ap- 
pointed two state supervisors to its sales 
staff, Ralph Nichols, Whitewater, Kan., 
and J. Ray Fialka, Cedar Rapids, Ia. 
These appointments are a part of an 
expansion program. 

Mr. Nichols will now be responsible 
for sales development in Kansas. He is 








t 





J. ‘R. Fialka Ralph Nichols 


a graduate of Wichita University. For 
some time he has been associated with 
Fidelity as a field representative and es- 
tablished himself as an outstanding pro- 
ducer. Previously, he was an instruc- 
tor in commercial subjects and_prin- 
cipal of Whitewater, Kan., high school. 
He has had both home office and 
agency development work in life insur- 
ance. 

Mr. Fialka takes over supervision of 
Iowa after long experience in selling 
work. He is a college man and entered 
the insurance field with A.O.U.W. of 
Minnesota. Since leaving school, he has 
been engaged in sales work and develop- 
ment. Prior to going with Fidelity Mr. 
Fialka resided at Mankato, Minn. His 
office is in the Bever building at Cedar 
Rapids. 


Newberry Is Completing 
State Congresses Tour 


Farrar Newberry, president of the Na- 
tional Fraternal Congress and head of 
Woodmen of the World Life, Omaha, 
has just completed a speaking tour in 
the eastern seaboard states on which he 
addressed nine state fraternal congresses. 
He stopped in Chicago Monday to con- 
fer with F. F. Farrell, manager N.F.C. 
executive office, and then continued his 
journey to the W.O.W. head office. He 
will start out again in a few days to 
speak at two more state congress an- 
nual meetings. The first will be the 
New England Congress in the Lenox 


* hotel, Boston, Dec. 9, and the second the 


Minnesota Congress at St. Paul Dec. 16. 





Seeks Unified Action on 
Blanks Proposals 


The committee on revision of blanks 
of the National Fraternal Congress is 
contacting member societies for sugges- 
tions, in line with N.F.C. action at the 
1943 annual meeting, approving a rec- 
ommendation of the committee that all 
requests for changes in the fraternal an- 
nual statement blanks be submitted to 
the committee and that no member so- 
ciety undertake independently to secure 
any revision in blanks. 

Suggested changes will receive thor- 


SALES IDEAS OF THE WEEK 





Planning for Post-war Selling 
Topic of Los Angeles Forum 





LOS ANGELES—Today’s realities 
and tomorrow’s necessities were told by 
two members at a breakfast meeting of 
the Life Underwriters Association of 
Los Angeles, V. John Krehbiel of the 
Hammond agéncy of Aetna Life, and 
Fred A. McMaster, general agent Ohio 
National Life. 

Mr. Krehbiel discussed “Planning 
Pays Big Dividends,” saying plans 
should call for self-organization, record- 
keeping and establishment of good work 
habits. The habit of working  suffi- 
ciently and efficiently is worth separate 
consideration. Good habits can help an 
agent. They probably are more effect- 
ive than will-power and determination. 

The agent must have a purpose in 
life, to support his family, to shoulder 
his responsibilities, to maintain a_bal- 
anced budget. Nothing is more dis- 
turbing than an unbalanced budget, or 
hit and miss spending and saving, Mr. 
Krehbiel said. Along with a purpose 
it is necessary to keep score. Record- 
keeping gives results of past activity 
and charts the path ahead. It increases 
efficiency. It is invaluable for making 
a personal mark-analysis. 


Make Good Use of Time 


“Know what you want to accum- 
plish,” he said. “Every insurance agent 
has one thing in common—24 hours per 
day. The use to which you put those 
hours determines the degrees of success 
or failure. Get away from the office 
every now and then and let your imag- 
ination run wild. Picture results you 
want—then shut off imagination and fig- 
ure how to get there. Don’t try to 
check your records with some one else. 
Do not confuse cause and coincidence. 
Do not make the mistake of compar- 
ing the worst you do with the best the 
other fellow does. Establish short term 
goals—(a) What do you need in actual 





ough consideration by the committee 
and will be submitted to the committee 
on blanks of the National Association of 
Insurance Commissioners if deemed 
beneficial to member societies as a 
whole. The committee desires to assist 
in obtaining needed changes in the 
blanks and believes concerted action by 
member societies will obtain more fa- 
vorable action by the commissioners’ 
committee than if changes are sought 
independently, G. 
Neighbors, the chairman, explained in a 
letter sent to societies. 





Royal League Group Meets 


The Royal League Fellowship Asso- 
ciation held its 42nd annual meeting in 
Chicago recently with more than 300 
members attending. A _ banner _pre- 
sented by Fred A. Johnson, supreme 
archon, was awarded as an attendance 
prize to Jane Addams council 409, and 
will be awarded annually to the contrib- 
uting council with greatest number of 
members present on percentage basis at 
the annual meeting. G. E. Frink and 
Silas Thayer, two of the association’s 
founders, were present. 
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tracts. 
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cash this month—this year; (b) the ap. 
plications to make this 
sible—(adequate records will reveal 
this); (c) establish a plan to get into a 
better class of prospects; (d) plan to 
engage in specified prestige and_ build. 
ing activities; (e) education plans. Fol. 
low through. Put yourself on the spot, 
Record your plans and objectives with 
those whose opinion you respect—your 
friend. 


Necessary to Recharge Batteries 


“Planning is not peculiar to life in- 
surance agents, but is universal. All 
men must recharge their batteries with 
enthusiasm and emotion. Most men can 
best recharge them by proper reading— 
reading of philosophy, poetry, . novels, 
biographies is a must at our homes.” 

So much has been said about the great 
changes that will be seen in the post- 
war era, Mr. McMaster said, and that 
life insurance will be sold entirely dif- 
ferently, that it would be easy for an 
agent to lose his perspective and be- 
come confused. He assured that all the 
old tried sales methods will not be 
junked. Agents must keep their mental 
equilibrium. The pendulum always 
swings back. Mr. McMaster took up 
“Will a Post-War Market Find Us 
Ready?” 

Agents should ask themselves how 
much of their business in this easy 
money era has come from forces work- 
ing in their favor without any conscious 
effort of the agent; how much of the in- 
creased production of recent years has 
come as a direct result of inability of 
people to spend their money for autos, 
etc.; how the agent will make up the 
loss of business which may come when 
people will be able to buy goods again. 


Great Competition Lies Ahead 


The post-war period will relieve the 
pressure on people to save money and 
there will be pressure to spend. Com- 
petition for the agent will come, on the 
sales side, from the pent-up needs of the 
people; and on the sales personnel side, 
from companies which had to disband 
their sales organizations but will be 
building them anew and hungrily going 
after business. 

Mr. McMaster suggested meeting this 
emergency that lies ahead by building 
up a simple, sound, strong, aggressive 
sales procedure, including three phases: 
A definite plan for selling simple estate 
programs; likewise for business insut- 
ance; and third, for handling tax cases. 
The agents can meet the future success 
fully with a simple sales plan, recognt 
tion of the fact that people do want the 
security which life insurance offers; and 
thorough knowledge of the busiyess. 

C. E. Cleeton, general agent Occiden- 
tal Life of California, president Los An 
geles C.L.U. chapter, presented _ the 
C.L.U. designation to E. L. Anderson, 
Cowles agency of Provident Mutual; 
E. H. Tetzlaff, agent New York Life, 
Ventura, and J. C. Schaeffer, manager 
Great-West Life. 


Manuel Camps, Jr., general agent 0! 
John Hancock, New York, was elected 
president of the Metropolitan New 
York Colgate University Alumni Asso 
ciation at its annual meeting. 
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benefits of life insurance, to the 
individual and the nation, have 
been made possible through the 
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efforts of the Agents.” 





NEW YORK LIFE 


INSURANCE COMPANY 
A Mutual Company, Founded on April 12, 1845 
51 MADISON AVENUE, NEW YORK 10, N.Y. Meee 














No one company is the “Best” company for every man in this business. 

The Home Life is one of the fine life insurance companies of America, 
but we are not the only good company with which to be associated. 

An aggressive life insurance company, like an individual, develops a 
character and personality. And through that character and personality, a 
company builds a reputation—good, bad, or indifferent—which gradually 
makes itself felt throughout the business. 

We are a bit proud of the character and personality of Home Life. 

We confess that we like it when a prominent insurance journal refers to 
us editorially as ‘the career company of the business.”’ 

Our objective has been to play an important part in the development 
of career men in this business. 


Our Plan: “CLIENT BUILDING THROUGH PLANNED ESTATES.” 


Our Kesdlts: 


AN AVERAGE PRODUCTION PER FULL-TIME MAN IN 
1943 WAS $210,370; OUR AVERAGE SIZE SALE WAS $7,771. 


(1944 resulis for the year thus far are even greater) 


‘ Fou we do tt ts outlined tn the booklets ~ 
© inal 8 “BEHIND THE SCENES WITH HOME LIFE” 


it AAAAAS| “THE VITAL IMPORTANCE OF BALANCED MANAGEMENT” 
bb ity 
nrtea Aue Copies of these booklets may be secured on request by writing to 
JA PeUAgA 


ea HOME LIFE INSURANCE COMPANY 


pH RAMSAR _ 


sig nfs tanan a Ere 256 Broadway - New York 8, New York 
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E. I. LOW WILLIAM P. WORTHINGTON JAMES A. FULTON 
Chairman of the Board Vice President and Superintendent of Agencies President 


“One of the fine life insurance compantes of America” 























